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\ VAUGHAN 


AUGHAN’S 
All-Steel Camp Axe 


with a shock absorbing Genuine Rubber Grip 


Your customers can tell it at a glance . . . here's another "quality plus” 
Vaughan Tool. The solid all-steel head and handle are inseparable. And that 
spring-tempered handle . . . makes this axe the strongest and toughest 

of all... yet a delight to use with it's tough, hand-fitting 


genuine rubber grip. It's wear resistant, shock resistant. 


Genuine Vaughan No. 999 


The standard of mechanics for over 40 years. Also 
with milled face and long handle. 


New improved design . . . form fitting genuine 
leather or rubber grip. No more loose or broken 
handles to replace. 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 
135 South LaSalle Street 
Chicago 3, Illinois 





POWERFUL 
LAMINATED CASE 
Layer on layer of hard 

wrought steel plates... 
each cut outjustenough for 
its part of the mechanism. 


LARGE BRASS 

LOCKING LEVER 

Extra wide, extra heavy. Patented 
design protects against 
“rapping". Driven by stainless 
steel spring. 


CADMIUM 
RUSTPROOFING 

Expertly plated with pure 
cadmium for protection 
against rust... for longer life! 


BRASS CYLINDER 

PIN-TUMBLER 

SECURITY 

Phosphor bronze 

springs, nickel-silver pin- 
tumblers. Finest protec- 4 
tion known to lockmaking! * 


CYLINDER 
RETAINING PLATE 
Insures smoother 
pin-tumbler action by 
preventing misalignment. 


$200 | 
RETAIL | 
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WE NEED/ | dozen No. 5 


Rugged 2” laminated steel 
padiock. Finest brass cyl- 
inder, pin-tumbler security. 
Brass locking lever. Cad- 
mium rustproofed. 





WECiCay 


PADLOCKS 


$175 
RETAIL 
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WE NEED| | dozen No.1 


Finest brass cylinder, pin- 
tumbler security. Heavy 
brass locking lever. Pow- 
erful 1%” laminated steel 
case. 





$150. 


RETAIL 


WE NEED C] dozen No.3 


Strong 14%” laminated steel 
padlock. Solid brass cylin- 
der and locking lever. Pin- 
tumbler security. Cadmium 
rustproofed. 





HEAVY, HARDENED 
STEEL SHACKLE 
Maximum strength and grip. 
Strong spring tension; self- 
locking; swivel action. 


EXTRA-STRENGTH 
RIVETING 

Heavy riveting on special 
presses under pressures up 
to 300,000 Ibs. Makes case 
stronger than a solid 

block of steel! 


SUPERIOR 

TENSILE STRENGTH 
Shackle deeply imbedded, firmly 
gripped. Stronger resistance to 
“pull out” by actual test! 


PRECISION CUT KEYS 
Beautifully coined, individually 
milled. Practically unlimited 
key changes. 


SPECIAL ORDER SERVICE 
Master-keyed and keyed-alike sets 
mean extra business for you. 


ORDER FROM 
YOUR WHOLESALER 
Simply ‘write in” the num- 
ber of dozen you need, 
add your name and ad- 
dress across the bottom 
of the page, and mail to 
your wholesaler—or hold 
for salesman's call. 


WE NEED[ | dozen No.7 


Compact 1%.” laminated 
steel padiock. Pin-tumbler 
security, brass cylinder 
and locking lever. Cadmi- 
um rustproofed. ‘ 


Master Jock Company, Milwaukee 45, Wis. © (Word j_- Largest Padlock. Mopufyachiirors 
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Self Clubs gw 


HILLERICHE BRADSBY C ete Louisville Slugger Catalog 


LOijjew\ ‘SS Containin lete inf i d speci- 
; g complete information and speci 

YIS VILE fications, the beautiful 1957 Louisville 
Slugger Catalog (size 814”x 1114”) in 


Yo U ee full color is now ready for distribution, 


Be sure to get your order in early. 


ee a a 4 oa Louisville Grand Slam Catalog 


Also ready for distribution is the Louisville 


Hi & — Grand Slam Catalog for °57. Accurately 


produced in full color and planned for 


maximum eye appeal and easy readability, 
CATAL ©] G oy it packs a powerful sales wallop. Size 
8l/,” x 1114”. Estimate your quantity needs 


e oO Pe and reserve your copies now. 


GRAND SLAM 
HILLERICH & BRADSBY CO., INC. , Golf Clubs 
LOUISVILLE, KENT!YCKY 
Address requests to Dept. HW-7 
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Garden 


Chemicals 
: ly (ealiding. 


Afayed pray Gune * 


Precision-built to highest performance standards in the industry 


The Hayes mixes, proportions and applies garden 
chemicals more efficiently than any other type of garden sprayer made. 























EVERY TIME you sell a Hayes Spray Gun, you 
are putting into the hands of your customer 
the right equipment to do an effective spray- 
ing job with the garden chemicals he buys 
from you... 

In this way, you are helping him to get bet- 
ter, more satisfying gardening results... at the 
same time, building a solid foundation for in- 
creased store profits through “repeat sales” of 
chemicals and all other garden items. 

Order today for spring requirements from 
your nearest jobber. 


Since 1934 


SPRAY GUN 
COMPANY 


World’ s sede Manufacturer of Garden Hose Sprayers 
98 North San Gabriel Boulevard, Pasadena 8, California 


HAYES-ETTE®. 112 galion 
sprayer. Thumb-touch con- 
trol orifice. $2.95 


HAYES 4. Makes four gals. 
of spray. Positive on-and-off 
control valve. $6.45 


HAYES LAWN SPRAYER — (For 
grass, weed and soil treat- 
ment). Handles liquid and 
soluble fertilizers, lawn moth 
solutions, fungicides, weed 
killers, herbicides, etc. 1 
to 60 ratio. Quart size jar. 
Sprays 15 gallons. $3.95 


nal 


HAYES 1%. 1% gallon 
sprayer with wide mouth jar 
for ease in filling. Thumb- 
touch control orifice. $3.25 


— 
Bed 


; — 6. Makes six gals. of 


spray. Longer nozzle reaches 
to inside of a and low- 
lying leaves. $9.95 


~~ 


FERTL-RAIN®. Same uses as 
Hayes Lawn Sprayer. Applies 
chemicals in 1 to 120 pro- 
portion. Standard pint 
sprays 15 gallons. $3.65 
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HAYES 3. Makes three gals. 
of spray solution with one 
loading. Thumb-touch con- 
trol orifice. ideal for small 
— $4.45 


HAYES 12. A heevy duty 12 
gallon sprayer. For estates, 
parks, industrial use, dairies, 
poultry and livestock. $12.95 


* 


ia 


SOIL & TURF SPRAYER. Spe- 
cifically designed for semi- 
soluble Soil Chemicals, Ferti- 
lizers and heavy, viscous ma- 
terials. Large orifices assure 
non-clogging. 1 to 40 ratio. 
1-qt. jar sprays 10 gal. $2.95 
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Here’s the 
oscillating sprinkler 
that outsel/s 
all others 
by far... 


Swingin’ Sprays create buyers 
for everything Melnor makes... 
and Melnor makes everything: 


NOW! 4 SWINGIN’ SPRAYS 6.95 to 13.95! | BRAND NEW AQUA-DIAL SPRAY CONTROL! | A COMPLETE GARDEN ACCESSORY LINE 


New 6.95 model opens huge suburban {7-4 | Fingertip dial gives any desired Hose nozzles, connectors,. sprinklers, conven- 
market! All models have lifetime lu- spray area. New advance now avail- @e ON ience items like the famous Stop 'n Flo shut- 
bricated ‘“‘Perma-Sealed’’* motor unit. | able on 3 Swingin’ Spray models. ‘Sa Fey, off and Aqua-Gun hose nozzle. 


MELNOR INDUSTRIES, INC. (Garden Products Div.) 300 De Witt Ave., Brooklyn 36, N.Y. 
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MM™MEN TF — 


A Catalog... “In Person” 


Hundreds of new and improved ideas are brought out by man- 
ufacturers throughout every year. In this way a market which 
might otherwise become static is stimulated into dollar sales 
activity. 


Catalog pages have helped introducing these items, but it was 
concluded that there were many additional advantages in seeing 
them “in person.” For this general reason markets and shows 
were developed long ago. 


For the hardware man the winter months, with their lower 
sales volume, is a better time to be away from his store. Thus 
retail association conventions and special dealer shows were 
originated for January and February. It is for this reason that 
Hardware World has dedicated the January Issue as its Annual 
Pre-Convention and Show Issue. There are several pages giving 
information about the various winter markets and shows, and 
dealer conventions. 


These pages also point out how you can take advantage of these 
special events ... seeing new merchandise, looking at the complete 
line, getting comparisons, talking with other retailers. These 
are but a few of the distinct values of attending such affairs. 


It is good to get away from your place of business at least 


once a year and get a longer range perspective of it and par- 
ticularly to see what you can put into your store... “in person.” 


5 





\ Ve 


» 














50 Foot Roll, 18’ Width 
No. 16 Gauge, 2” x 256’ Mesh 
COMPLETE WITH 
14 SLIP-IN STAKES 


The HOME FENCING with MORE “SELL” APPEAL 


sal EASY TO SELL... 
@ because it’s easy to put up .. . even ladies 


Easily removed can slip stakes easily into hard or rocky 
for mawing or 
weeding. ground. 


e because it costs you less and can be sold for 
Makes attractive 


trellis m much less than any comparable fencing. 
w~e gorage, ; a " 


”y e because its smaller mesh — 2” x 258" — 
4 


breerewor i ‘ | a Mime = better looking, gives greater protection. 


= —— i e because its Galvanized after Welding for 
— more rust resistance, longer life. 


@ MORE PROFIT PER SALE — Costs 33% less than old-style fencing to give 
you a bigger profit margin per sale. 
50 foot unit means you lose no time — or profit. There’s no cutting — no fuss 
— no bother! 


MORE HELPFUL SALES AIDS — Everything to help you get faster turn- 
over ... posters in rolls that make them sell on sight . . . newspaper mats .. . 
and additional posters for display. Write for free mats and posters . . . today! 


STOCK UP, TOO, ON setting taal 
Gard-N-Beauty GAUGE — No. 16 


WIDTHS — 24, 


36, 48, 60 
ee and 72 inch 


@ 50 and 100 ft. rolls — no cutting! 
@ Easy to erect — no stretching! 


® Has many uses — property dividing lines, gar- 
dens, basement storage, garage partitions, tur- 
key and hen pens! 


Paswuc Ts 


GeB)}, 


Qua.Lity 
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OUR READERS WRITE 
... to the Editor 





Another 50-Year Store 
Gentlemen: 


I was reading in the Hardware 
World about the Fifty Year Club 
members. I am not a fifty-year mem- 
ber as I am only 54 years old, but my 
father (Charles W. Johnson) started 
in the Hardware business in 1904 in 
Pine Bluffs, Wyoming. He bought his 
first hardware from Wyeth Hdwe. Co., 
St. Joseph, Mo., in 1904. He died in 
1922 and I have been his successor in 
the business. The store is known as 
the Johnson Hdwe., Pine Bluff, Wyo- 
ming. 

My father (C. W. Johnson) received 
an appointment as Postmaster of Pine 
Bluffs, Wyoming, in 1898. Until 1914 
he was postmaster. He had a small 
store with notions, candies, tobaccos 
until 1904 when he enlarged the build- 
ing and put in a stock of hardware 
and men’s clothing (building about 
25x50). In 1912 he enlarged the 
building (50x50) and added some 
furniture. In 1922 he passed away 
and I managed the store for the estate 
until 1933, when I purchased the 
stock of merchandise from the estate. 
When the estate sold the building in 
1950, I moved the stock of goods to 
the present location on the east side 
of Main street. In 1952 I built open 
shelves and doors recommended by 
the Hardware Association and open 
tables. At present Mrs. Johnson and 
myself run the store. 


Harold Johnson 


Johnson’s Hardware 
Pine Bluffs, Wyoming 


Johnson’s Hardware has been 
awarded membership in Hardware 
World’s Western Hardware 50-Year 
Club. Any hardware dealer whose 
store is eligible for membership should 
write to the editor and apply for 
membership. There is no cost. Mem- 
bership is also available to any indi- 
vidual who has spent 50 years in the 
hardware field.—Editor. 


More Congratulations 
Gentlemen: 


Permit us to join your host of 
friends in the Hardware Industry in 
extending our congratulations on the 
completion, by “Hardware World,” of 
50 years of publication. 

We always enjoy reading “Hard- 
ware World” and we take this occa- 
sion to extend our compliments to 
Mr. Albin and his associates for a 
job well done. 


Very truly yours, 
Sandvik Saw & Tool 
W. C. McGowan, Manager 


HARDWARE WORLD 





UNIVERSAL ecials 


make your 
irha Hardware Week sales 


$42 
A $2.15 value for only 
UNIVERSAL PINT VACUUM BOTTLE 


A big 36¢ saving! And the sale’s as good as made 
when they see the famous Universal features. It comes 
with the “Shur-Grip” cordovan finish case, ‘““Roc-Lite” 
plastic cup, shock-absorber construction and elec- 
tronically tested filler. Packed six in an eye-catching 
display box that makes cash customers out of casual 
shoppers. Call your Universal distributor now. 





9 
/s a — A $3.39 value for only 4 
| \ : UNIVERSAL WORKMAN’S LUNCH KIT 


I Tell ’em, “Save 40¢”, and watch this feature-packed 
special move! It’s the only heavy-duty lunch kit with 
a “built-in” cup holder. The tough, heavy-gauge steel 
construction and handsome cordovan finish make it 
a self-seller. It comes complete with a matching 
Universal pint vacuum bottle, extra heavy “Loc-Tite” 
safety catches, over-size collapsible handle and iden- 
tification holders. See your Universal distributor. 


$419 
has E on Y Outstanding value for only 3 
y/ -, i oS 4 i | 
Vy SPECI AL LANDERS’ “KUT-EASY” FOOD CHOPPER 
/ Bhs &@ A new addition to the most popular food chopper 
Se } line of all! This ‘‘Kut-Easy” model has three, easy-to- 
# e . 4 clean steel cutters, extra-long handle for easier turn- 
ing, liquid-tight barrel and one-piece frame. It’s built 
of rugged cast iron with a rust-resistant electro-tin 
finish. Order from your Universal distributor today. 


See us at the Chicago Housewares Show... 
Booths 209-215 LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
For Details Circle 7 on INQUIRY CARD 
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ABOUT 


PEOPLE 


Stan Phillips 
Becomes 

Partner 

Southern Div. 
McCune-Merifield 


Roland E. McCune 


SAN FRANCISCO—Announcement 
that Stan Phillips has become a full 
partner in the Southern Division of 
McCune-Merifield Company has just 
been made by Roland E. McCune at 
the firm’s main office in San Francisco. 
This division, with branch offices in 
Los Angeles and Salt Lake City, will 
operate under the new name of Mc- 
Cune - Merifield - Phillips Company, 
starting December 1, 1956. The North- 
ern Division, with headquarters in 
Seattle, will remain unchanged and 
will continue to operate as McCune- 
Merifield Company. 

The story of McCune-Merifield’s 
growth started back in 1928 when 
Roland McCune gave up his job as a 
buyer with Bethlehem Shipbuilding 
Corp. and went into business for him- 
self with one account—Matthiessen & 
Hegeler Zinc Company of LaSalle, 
Illinois—which McCune-Merifield still 
represent in their industrial division. 

In 1932 McCune was joined by J. 


Griffin Names Tavart Co. 


PARAMOUNT, Calif.— The Tav- 
art Company, 15134 South Orizaba 
Ave., Paramount, California, has just 
been appointed Southern California 
representative for the Griffin Manu- 
facturing Company, hardware manu- 
facturers of Erie, Pennsylvania. The 
Tavart Company will sell Griffin 
hinges, butts, light-builder’s hard- 
ware and carded hardware to the 
Southern California hardware trade. 


Stan Phillips 


B. Merifield, who left the H. B. Sneve 
agency to handle the firm’s Seattle 
territory. The company has continued 
to develop into one of the most out- 
standing manufacturers representa- 
tives in the sporting goods field. 

During World War II Roland Mc- 
Cune and Stan Phillips met while 
both were on Navy duty, and after 
the war McCune invited Phillips to 
join the growing McCune-Merifield 
organization, with a view toward ex- 
panding their sporting goods division. 
As vice president of the company he 
has been the spark plug for its con- 
tinued development, which includes in 
addition to the main San Francisco 
office and showrooms, a large sales 
office in Los Angeles and one in Salt 
Lake City, with representatives cov- 
ering Utah, Colorado, Southern Idaho 
and Wyoming. Mr. Phillips is cur- 
rently engaged in pioneering work 
with dealer salesmen in conjunction 
with their jobbers. 


Fire Destroys Wyoming Firm 


MOUNTAIN VIEW, Wyoming— 
The Polson Lumber and Hardware 
Company building was destroyed by 
a late October blaze with damage at 
more than $25,000. Firemen from 
Mountain View and Lyman kept the 
flames from spreading to adjoining 
buildings and the lumber yard in 
back of the structure. 

The Hardware Store and Lumber 
Company is owned by Allen Polson. 


Westerner 
To Direct 
Prector's 
Consumer 
Sales 


Francis J. 
Davis 


Francis J. (Bud) Davis has been 
appointed sales manager of the Con- 
sumer Products Division of Proctor 
Electric Company, and will be respon- 
sible for all sales of the division’s 
consumer products. 

Mr. Davis joined the firm in March 
1950 as Seattle district manager. In 
May, 1952, he was named district 
manager for the Los Angeles area, 
and in January, 1955, he was appoint- 
ed Western Regional manager super- 
vising firm’s sales activities in the 11 
Western States and Texas. 

Mr. Davis will headquarter at the 
Proctor executive offices in Philadel- 
phia. 


Heads 
Ames 
Sales 
Division 


L. Harris 


L. Harris has been elevated to sales 
manager, Housewares Division, The 
O. Ames Company, from his former 
position as field sales manager. He 
was previously associated with 
Knapp-Monarch as_ district sales 
manager. 
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Will 
Cover 
West 
for 
Keuffel 
& Esser 


Ted 
Segers 


ALTADENA, Calif.—Ted Segers 
has been named representative in the 
11 Western States and El Paso, Texas, 
for the Hardware Division of Keuffel 
& Esser Company. 

Mr. Segers, whose appointment 
takes effect immediately, has had ex- 
tensive experience in this field. He 
will handle the company’s entire 
Hardware Division line, and will make 
his headquarters at 2236 North Win- 
rock Avenue, Altadena. 


Promoted Y og 
To f 
Atlas 
Sales 
Manager 


=~ 


Herbert S. 
Callahan 


Herbert S. Callahan, formerly as- 
sistant sales manager of the Atlas 
Tack Corp., Fairhaven, Mass., has 
now been appointed sales manager 
for the firm’s entire line of Standard 
Products. In his new position Mr. 
Callahan is responsible for the do- 
mestic sales of all Atlas products ex- 
cept eyelets. He joined Atlas in 1954, 
specializing in the production and 
sale of rivets and staples. 


JANUARY 1957 


fad othe se 


WAREHOUSING AND SALES OFFICE FACILITIES, that more than double 
previous space, were opened by Sylvania Electric Products, Inc., at two Cali- 
fornia locations recently. The 87,000-square-foot Distribution Center in Los 
Angeles (top) is located at 6505 East Gayhart Street in the Central Manufac- 
turing District and supplants the 40,000-square-foot faciiity heretofore main- 
tained in Vernon, Calif. An “Open House” was held October 5 to welcome cus- 
tomers and friends and to signal the formal beginning of service to Southern 
California and nearby Western states from this location. The San Francisco 
facility (bottom) is located at 1811 Adrian Road, Burlingame, in the Millsdale 
Industrial District adjacent to Bayshore Highway and 14 miles south of San 
Francisco’s downtown area. This facility supplants the 30,000-square-foot 
warehouse built for Sylvania at 6450 Hollis Street, Emeryville, Calif., in 1950. 
The beginning of service to Northern California and adjacent Western states 
was formally marked with an Open House, held October 9. Each distribution 
center will stock all of Sylvania’s products with the exception of television sets. 


RED DEVIL TOOLS OPENS FIRST WESTERN WAREHOUSE IN LOS ANGELES 
pomp is 


WESTERN DEALERS AND DISTRIBUTORS now enjoy improved accomme- 
dations and a substantial savings in freight following the opening of Red 
Devil Tools first warehouse West of the Mississippi in Los Angeles. Only Red 
Devil’s standard machinery will be stocked and shipped from the warehouse to 
Western customers, according to William Austin, Jr., firm’s West Coast man- 
ager. All shipments will be F.O.B. Los Angeles. The plant, located at 2411 
South Broadway, will be managed by George H. Zentzius, Jr. 





Stanley Promotes Young Lowe Names Rhodes V.P. 


William C. Rhodes, who has been 
general sales manager of the Lowe 
Bros. Company, Dayton, Ohio, has 
been named to the post of vice presi- 
dent, sales. He will have complete 
charge of all phases of sales and 
marketing. 


G. Geoffrey Young has been ap- 
pointed merchandising manager for 
The Stanley Works. As a member of 
the marketing staff, he will assist all 
divisions and subsidiaries of the firm 
in the planning and production of 
trade show displays, point-of-pur- 
chase displays and exhibits. He has 
been with the firm since 1939. Since 
1951 he has been handling sales pro- 
motion activities for Stanley Hard- 
ware and Stanley Electric Tools. 





More News About People 
and Firms On Page 74 
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125—LARGE TEN GALLON CA- 
PACITY, of Universal’s new power 
sprayer makes it perfect for easy, 
effortless spraying of large lawns, 
gardens, grounds, etc. Adjustable 
nozzle gives desired spray from 
fine cone to coarse stream. Sprayer 
has Clinton four-cycle, air-cooled 
gasoline engine with recoil starter, 
and heavy-duty, roller-type pump. 
—Universal Metal Products Co. 


126—ALL-PURPOSE outdoor 
floodlight, the “Homelight,” is ideal 
for use in garden and patio light- 
ing and in driveways, farmyards, 
tool sheds and lawns. Floodlight 
also doubles as holder for sunlamps, 
heat lamps, and may be used in 
many other indoor applications. 
Comes complete with lawn spike, 
wall bracket, 6 ft of SJO cord and 
weatherproof plug, socket and 
seal.—Stonco Electric Prod. Co. 


127—GARDENING AID, Kordi- 
mulch, not only increases plant 
yield, but also eliminates need for 
weeding, retains moisture and heat 
in the soil. Available in a plastic 
form, Kordimulch is spread over 
the ground with plants and flowers 
growing through slits in material. 
It is perforated to let water into 
soil, and black to reduce the 
amount of evaporation. — Kordite 
Company. 


128—TWO PIECE GARDEN 
TOOL SET, known as “Good 
Earth” garden tools, consists of 
trowel and fork which have spe- 
cially plated ferrules and cold- 
forged steel blades. Blades are said 
to be non-rust and non-tarnish be- 
cause of a special plating process 
which gives tools a stainless steel 
look. The set, made for heavy duty 
gardening, is attractively boxed in 
colors of green and brown.—Great 
Neck Saw Manufacturers, Inc. 








129— VERSATILE SPRINKLER, 
the Traveler, ends drudgery of 
sprinkler moving and the windup 
of hose when finished. Propelled by 
water it sprinkles, the Traveler will 
follow a straight path, go around 
trees, shrubs, corners, and other 
obstacles or remain in fixed posi- 
tion. Sprinkler automatically shuts 
itself off when used with shut-off 
valve-—H. B. Sherman Manufac- 
turing Co. 


130—AQUA DIAL, the new addi- 
tion to Melnor’s swingin’ spray 
rectangular area osciilating lawn 
sprinklers, now brings automation 
to home lawn sprinkling. The spray 
automatically adjusts to cover a 
full area, a partial area and the 
left or right side only permitting 
user to put water only where need- 
ed. This dial is on Melnor’s No. 550, 
No. ‘700, and No. 1000 models.— 
Melnor Industries, Inc. 
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For additional information on 
any item shown on these 
pages, please circle number 
on the Reader Service Card, 
facing Page 66 in this issue 














131—REDI-SPRINKLER for home 
use will sprinkle a diameter from 5 
to 80 feet with uniform coverage. 
A simple twist of faucet regulates 
water flow and permits controlled 
watering of desired area. It is 
claimed that sprinkler will not cor- 
rode or clog up. Available in mod- 
ern two-tone green color. Priced 
to retail at $4.95. Wide base helps 
to prevent tipping.—Sprayers & 
Nozzles. 


132—“SAFETY HEAD” Dobbins 
compressed air sprayer features an 
automatic excess pressure escape 
which prevents over pressurization. 
It also features a new comfort-grip 
handle that makes pumping easier, 
and big top opening that makes 
sprayers easier to fill and easier to 
clean. Sprayers will be backed with 
extensive advertising and merchan- 
dising campaign. — Dobbins Divi- 
sion, Chamberlain Corporation. 
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133—SOIL & TURF SPRAYER is 
specially designed for properly ap- 
plying heavy viscous materials and 
semi-soluble fertilizers to soil and 
turf areas, and operates on same 
patented metering jet principle as 
other Hayes Garden and Lawn 
Sprayers. Non-clogging and rapid 
distribution are assured with 
larger orifices. Sprayer is priced at 
$2.95.—Hayes Spray Gun Company 


134—RANCH STYLE bird feeder 
keeps feed dry at all times and 
lets birds feed in a sheltered area. 
The socket on the base and screw 
eye-hook at top make it possible 
for unit to be used on post or to be 
hung. Circular perch lets many 
birds feed at a time. Choice of 
colors are Sunshine Yellow, Sea 
Green and Cocoa Brown Hammer- 
tone. Retails at $3.98.—Strangers, 
Inc. 


135—TOO OF A HUNDRED 
USES, Squeez-Klip Fasteners, can 
be used to clip rings on household 
items, as an upholstery tool, clip- 
ping vines and flowers to wood 
and metal trellises, etc. Kits in- 
clude pliers with indented slots and 
clips which clinch together.—Re- 
public Fastener Corporation. 


136—REINFORCED Resinite 
Braided Tri-Plex garden hose is 
built to withstand unusually high 
water pressure. Hose has tough 
vinyl inside core, reinforced with 
heavy duty braided nylon. Bright 
green plastic surface provides pro- 
tection for inner core.—Resin In- 
dustries. 


137—PROMOTIONALLY PRICED 
“Carleo” plant stands are ideal for 
porches, patios, living rooms, etc. 
Wrought iron stands feature “lace 
openwork” shelves and are ideal 
for plants, flower pots, knick- 
knacks, etc. Sizes are 25 in. x 26 in. 
x 7 in.— Carlisle Mfg. Company, 
Inc. 
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Promote this profitable leader 


at this special low price 
IRHA week special—75¢ 


to show the values you offer all through your store 


Regular—96¢ 


This is the offer that’s been so successful in other IRHA Hardware Week 
promotions! Always a good seller at its regular price, the Nicholson 
Handy file breaks records at this special low price. Past IRHA week 
records prove it! And even though we price it to give you a traffic- 
building leader, you still get an excellent profit per dozen—even more 
profit than last year! 


Through NRHA, Nicholson provides all of the IRHA Hardware Week 
material you need. This includes pennants and show cards and news- 
paper mats. For this promotion, Nicholson packages the Handy file 
in a self-merchandising display box. And there’s national advertising 
in The Saturday Evening Post, Popular Science and Popular Mechanics 
and outstanding farm publications. Nicholson gives you the product, 
ihe profit and the promotion to generate sales all through your store. 


OL 
st><fo 
u. s. A. 


NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 


In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


The product, the profit and the promotion . . 
Nicholson Handy File Profit Structure 
MR. RETAILER: 
Your cost per dozen 
Your selling price 
Your profit 


Double performance at less than regular price — the 
Nicholson Handy file. Double-cut on one side for 
fast stock removal. Other side single-cut for smooth- 
ing, sharpening and finishing. 
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NEW PRODUCTS 


138—“SPARKLEEN” LINER, in- 
set in Arctic Boy portable water 
coolers, keeps interiors of contain- 
ers clean and water and other 
beverages odor and taste free. 
Comes in 2, 3, 5, 10, and 15 gallon 
sizes in both the standard weight 
and heavy duty models.—Schlueter 
Mfg. Co. 


| 

139—GARDEN TOOL HOLDER, 
for home owners, will hold or store 
nine or more garden tools off the 
floor safely and compactly on any 
wall or studding. The braced steel 
plate is 6 in. wide and 34 in. long. 
Finished in bright red enamel.— 
True Temper Corporation. 


140—ONE-PIECE Monco galvan- 
ized metal splash block that per- 
mits gentle, rapid run-off of water 
from down spouts, weighs less than 
five pounds. No rough edges or 
sharp corners. Metal will take a 
lasting coat of paint and will last 
for years. —New Monarch Ma- 
chine & Stamping Co. 


DEMAND 
PERFORMANCE 


E> Cosh Cont 


PROMOTION FOR °57 


* BR eee eee ae 
ported it boosted ALL their lawn and 
garden sales despite “poor season” 


in *56...prompts 
new highs in ’57. 


LAWN st GARDEN BUFFET 


PACKAGE—DEAL 


1 


NOW 


Window, floor, counter 
display-merchandiser 
that highlights your 
whole Lawn and 
Garden department. 


Complete balanced 
assortment of proved 
sellers and new profit- 
makers with self-selling 
Fact Tags for self-service 
Heavy national 
magazine and local 
newspaper advertising 
featuring Cash Cart 
display and tied into 
your store by 

Window streamers, mats, 
counter cards, Free folders. 


ALL AT DISCOUNT PRICE 


Supply Limited - Ask your Jobber 





ee re 
of the ‘“‘jet’’ sprinkler 
that set dealer profit 
records in ’56! 


ALLENCO ROTO JET 


Looks almost the same as the record- 
selling Suburban—bright chromed brass 
head, green connection and yellow base 
—at scarcely half the price! Adjusts 
sprays-to-stream to cover circles up to 
75-foot diameter. Make sure you get : 
your share of limited production of this 141—EASY TO FIND belt selector 
leader at this price: ; features a retractable slide-latch 
only $5.50 list which allows the removal of any 
one belt without removing others. 
Chrome rack fastens to any closet 
door or wall and easily holds 30 
belts. Retails for $1.25.—Omnitech 
Company. 





| NEW popular price form — le ete , 





MADE IN U.S.A. 


aa ; % ' 142—-CONCEALED SCREWS are 
MADE IN USA, A an outstanding feature of Superior 
* . Vinyl Insert Thresholds. Exerting 
AaLENEO SUBURBAN ‘ ‘ constant pressure against door, 
Dealers collected over $100,000 extra i i x 3 unit seals out wind, rain, dust and 
through this appealing all-purpose = & insects, even when doors. are 
sprinkler in its very first year! Shoppers sae — — warped or sagging. Thresholds 
looking at lower-ticket items trade up os oa come ready to install.—Youngs- 
to this and boost your profit! Easily ; town Manufacturing Co. 
adjusts to blanket any section or all 
of any-size circle. Order includes self- 
selling counter display. 


only $9.50 list 


*aliso in Cash Cart Assortment 


Pre-sold by ‘RELENEO advertising in your town 





COMPLETE SELECTION 


1483—U NIQUE SHARPENER, 
Robo, Jr., the knife sharpener on 
wheels enables anyone to put sharp 
edge on any knife. Sharpener is 


, A Na 0 r 0 py packaged in colorful display card, 

7] J bb and retails for 98 cents. Also avail- 

Se ee uy) able in a rack display which holds 

12 Robo, Jrs.—The Alden Speare’s 
Sons Company. 








NEW PRODUCTS 





144—TRI-PLANER, a work tool 
that cuts a full 4%” deep and 21,” 
wide, and that converts a drill 
press to a rotary planer in 60 sec- 
onds for smoothest wood finishing, 
has closed bottom and 3-blade ar- 
rangement that propels wood chips 
away from operator’s face. — 
Lloyd’s Craftlines. 


f 
was 


145—THE OUTDOOR CHEF OR 
SPORTSMAN, will find portable 
grill tables an ideal place to put 
dishes and food while using a bar- 
becue grill on hunting and fishing 
trips, or on picnics. Compact, tables 
take up little space, and can be 
carried in trunk of car.—H & W 
Products Co. 


146—FLOWER FROG, an adjust- 
able flower composer for long, 
short, or thin stems, has a unique 
vacuum cup that fastens froggie 
to bowl, dish or vase to hold flower 
arrangements. Cup eliminates need 
for clays, waxes, etc. — Interna- 
tional Enterprises 





NEW popular price nozzle 
that’s a natural seller 
with plastic hose! 


th NOOZLE 


Brand, spanking new in every detail! Bright 
brass, handsomely packaged! Lines flow 
smoothly into popular, smaller plastic hose; 
yet fits any! Specially appeals to women—45% 
lighter than most! Guaranteed leakproof, easily 
adjustable and so low priced. 


MADE IN U.S.A, 


= TUT Com Zolli em wh sae 
Taleo Pi ert cel ta ad ce) it 


Polya ial t- Cash Cant 


Featured in Full Scale Magazine and Newspaper Ads 
Focused on Your Store . . . only $66.67 with all this: 


2 Suburban Sprinkler 

2 Parkside Sprinkler 

3 Greenwood Sprinkler 

4 Two Arm Sprinkler 

6 Justrite Nozzle 

6 Jewel Nozzle 

3 Die Cast Flat Spray 

6 %" Reusable Coupling 

6 Yo” Reusable Coupling 

4 7%" Reusable Mender 

4 Y2" Reusable Mender 
12 %” Clincher Coupling 

6 ¥%” Fem. Clincher Cplg 
12 %” Clincher Mender 

6 %” Siamese Connection 
10 clips Hose Washers, 10 on ciip.... 


S&S Laarnx 


WATERING WARE FOR EVERY “WANT” 


WBN A—WwWUUN—wo* 
CONBANNSCOUN 


Supply Limited - Agk your Jobber 





presenting. 


Gently press the colored button... 
blade returns smoothly ... you control the speed. 
Release the button... blade stops instantly. 


Here it is... a completely new principle in steel measur- 
ing tapes—Controlled-Speed Blade Return—The greatest 
single mechanical improvement in steel tape history. 
No more pushing blade back into case, no blade “creep,” 
no lost measurements, 

And new “Power-Tape” has all the other best-selling 
Evans quality features, too. Heavily chrome-plated 
case, new giant sliding end hook for 100% accurate 
inside-outside measuring, white Bonderized steel blade 
... precision-marked in both inches and feet-and-inches. 
Unconditionally guaranteed, of course. 


BACKED BY EVANS QUALITY... PACKED FOR PROMOTION! 


@ Each tape in its own clear Tenite “Peg Board Box” — with magni- 
fying lens in lid — hangs up for attractive store display, for handy 
workbench convenience. 


@ LO-INVENTORY assortment — 
in 4-color counter display box—lets 
you stock a full range of sizes in a 
single dozen tapes! Self-demon- 
strating . . . one tape chained to 
“Try It’ display .. . your custom- 
ers can test its sales-compelling 
push-button action. 


@ Also available packed in 1/2-doz. 
display boxes of 6 ft., 8 ft., 10 ft., 
or 12 ft. 


RULE co. Elizabeth, N.J. * Montreal, Que. of Steel Measuring Tapes 


EVANS VOTED AMERICA’S BEST PACKAGED, 
BEST MERCHANDISED TAPE LINE! 

That’s right! In a recent nationwide survey of retailers, 
Evans led the field...topping nearest competition by 
over 31%. 
And no wonder! In the last 6 years, Evans steel tape 
“FIRSTS” have made packaging, pricing and merchan- 
dising history...and have multiplied steel tape sales 
for every dealer in both the U.S.A. and Canada. 
Now — with new “Power-Tape”... EVANS DOES IT 
AGAIN ...by introducing the first and only tape with 
Controlled-Speed Blade Return...by marketing this 
remarkable tape at down-to-earth prices...and by 
backing you with the best merchandising program and 
promotion in the industry. 

Priced only pennies more than ordinary push-pull tapes! 
PT 6W--6 ft. PT8W-—8ft. PT1OW—10ft. PT12W—12 ft. 
List $1.19 List $1.39 List $1.69 List $1.98 
These retail prices provide full mark-up for dealers. 


“Power-Tape” prices reflect a business philosophy that has won 
the respect of America’s dealers and distributors. Evans policy is 
to introduce finer products at mass-market prices. This has been 
done consistently over the years from the day that the first Evans 
Tape was manufactured. Every Evans Product carries a factory 
guarantee — with complete satisfaction for the customer. 
Where can you find a better source of worry-free inventory and 
stable, consistent high-volume sales? 





- 
cw 


World’s Largest Manufacturer 
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OXCO’S BRUSH MERCHANDISERS 
bring your Cleaning Supplies into 


Attractive, Profitable Selling Centers 


~ mia 
2 G 


: specifications 


=z 
> 
a ~ 
° 


designed to 





~ 
wy as 
Are ASSO” 





CLEANING 


No. 
ASSORTMENT 


One dozen each of 25 different Oxco 
brush styles, with No. 15 display 
fixture, 25 hangers and top sign. 
Many new numbers—many with 
Oxco’s stylish new Styrene handle in 
high fashion pink, blue or yellow. 
Wide range of styles, from kitchen to 
bath brushes. Wide range of prices, 
from 29c to $1.59. All brushes labeled 
and pre-priced. Total retail value of 
ry. ae =< © Assortment, including the display— 
—_— ; approximately $210.00. 














No. 15 Display Fixture—Strong 4" 
peg-board panel; solid %" lacquered 
hardwood molding; sturdy 17%" deep 
hardwood “‘A”’ frame 593%" wide x 26” 
high. 25 hanging hooks and colorful top 
sign included. 














































CLEANING 
SUPPLIES 


No.(Z)assortTmMENT 


One dozen each of 12 different Oxco brush styles, with No. 9 
display fixture, 12 hangers and top sign. Many numbers with 
Oxco’s new Styrene handle in pink, blue or yellow. All fast- 
selling, ranging from 29c to $1.59. All brushes labeled and pre- 
priced. Total retail value of Assortment, including display 
approximately $80.00. 
No. 9 Display Fixture — Similar in 
construction to No. 15 fixture (above). 
Measures approx. 30" wide x 26" high. 
12 hanging hooks and colorful top sign 
included. 


> 





Designed to match modern store equipment, either Assortment 
is ideal as the selling center for a complete Cleaning Supplies 
Department. Back of fixture suitable for displaying other 
products. Other brushes can be binned in front or back. Display 
is adaptable for island, gondola, wall or column use. Both 
Assortments designed to NRHA specifications. Send for illus- 
trated folder—'‘How to Merchandise Cleaning Supplies for 
greater Profit.’’ Write Sales Dept., Ox Fibre Brush Company, Inc., 
Frederick, Maryland. 


Jeo le fr NOTE: Fixtures available separately, or with your 
OA y/ (“4 choice of brushes. Contact your Jobber for details. 





© Brushes in 
No. 25 and No. 12 
Assortments 


ALL BRUSHES PACKED 1 DOZEN TO CARTON 
Brushes in No. 12 Assortment marked with ® 


PASTRY 
Topper 


Filling: white DuPont 
Tynex nylon; Handle: Asst 
red and yellow; Overall: 


57". 34 lb. per doz. 


PASTRY 
No. 175-H 


Filling: sterilized white 
horsehair; Handle: Asst 
pink and yellow; Overall: 
8%". 34 lb. per doz. 


BOWL 
No. 320-H 


NA 


a ¥ 
Filling: white tart ge 
tampico fibre; 

Handle: Asst. pink and yel- 
low; Overall: 17%". 4 lbs 
per doz 


Red Breast; ~ 
Filling: palmetto fibre; 
Handle: wire wrapped; 
metal cap; Overall: 72” 
3% Ibs. per doz. 


VENETIAN 
BLIND 


No. 213-H 


Filling: sterilized grey 
horsehair; Handle: Asst 
pink and yellow; Overall 
16%". 312 lbs. per doz 


VEGETABLE 
No. 160-H 
a 


“e. 


‘“? 


® ai 


Filling: white tampico fi- 
bre; Handle: Asst. pink 
and yellow; Overall: 8%" 
134 lbs. per doz. 


PERCOLATOR 
No. 659-H 


Filling: white DuPont 
Tynex nylon; Handle: Asst. 
pink and yellow; Overall: 
125". % lb. per doz 


a DISH MOP 
‘A__ No. 828-H 


aS 
Filling: DuPont sponge 
yarn; Handle: Asst. pink 
and yellow; Overall: 13”. 
11% lbs. per doz. 


VEGETABLE 
No. 634-H 


Filling: white DuPont 
Tynex nylon; Handle: Asst. 
pink and yellow; Overall: 
8%". 1 lb. per doz 


. BATH 


No. 9604- 


9605 


Filling: asst. pink and blue 
Saran; Wood block; Re- 
movable wood handle; 
Overall; 17.81% lbs. per doz. 


NOTE: All brushes also aveiiable as Open Stock 


WAFFLE 
IRON 


\ 


No. 549-H ® 


Filling: steel wire bristles; 
Handle: Asst. pink and 
yellow; Overall: 71%”. '2 
lb. per doz. 


”®, VEGETABLE 
> No. 165-H 


Filling: asst. pink and 
yellow; Handle: Asst. pink 
and yellow; Overall: 8%". 
1% lb. per doz. 


SCOURING 
No. 1221-H 


Filling: brass 

wire bristles; Handle: Asst. 
pink and yellow; Overall: 
7%". 1%l|bs. per doz. 


DUSTER 


No. 9463 


Filling: asst. red, green, 
blue; Handle: lacquered 
wood block; Overall: 12”. 
5 Ibs. per doz. 


: BOWL 
YX No. 617-H 


"ay, 


a 


Filling: white DuPont 
Tynex nylon; Handle: Asst. 
pink and yellow; Overall: 
17”. 3 lbs. per doz. 


Filling: fine brass wire 
bristles; Block: Asst. coral 
and yellow; Overall: 2”. % 
lb. per doz. 


BOTTLE 
No. 210-H 


@ 


Filling: asst. pink and blue 
nylon; Handle: Asst. pink 
and blue; Overall: 12%”. 
1 lb. per doz. 


KITCHEN 


Kleen-it 


o® 


Filling: white tampico 
brass wire; Handle: lac- 
quered wood—red tip; 
Overall: 612". 2 Ibs. per 
doz. 


SINK 
No. 863-H 


F 


Filling: white tampico fi- 
bre; Handle: Asst. pink 
and yellow; Overall: 81%". 
2 lbs. per doz. 


BOWL 
No. 425-H 


Filling: asst. pink 

and yellow; Handle: Asst. 
pink and yellow; Overall: 
17%". 3% lbs. per doz. 


*Carded 


PERCOLATOR 
No. 907-H 4 


“A 
@ 


Filling: white bristles; Han- 
dle: Asst. pink and yellow; 
Overall: 1242". 34 lb. per 
doz. 


*, on MOP 
. No. 25-H 


Se 


@ Oe 


Filling: white cotton 

yarn; Handle: Asst. pink 
and yellow; Overall: 1334 ” 
1}% lbs. per doz. 


BOTTLE 
No. 652-H 


Filling: white DuPont 
Tynex nylon; Handle: 
Asst. pink and blue; Over- 
all: 13%". 1 lb. per doz. 


PASTRY 
No. 635-H 


\4 


Filling: white DuPont 
Tynex nylon; Handle: Asst. 
pink and yellow; Overall: 
8%". % lb. per doz. 


~ RADIATOR 
No. 303-H 


Filling: sterilized black 
horsehair; Handle: Asst. 
pink and yellow; Overall: 
21”. 3 lbs. per doz. 


**Individual printed wrapper 
Printed metallic paper shield 


x= O 


OX 


FREDERICK 


FIBRE BRUSH COMPANY, INC. 
Established /§§4 


MARYLAND 


Printed in USA 





TOP QUALITY 


ins GOT ro st sooo! 


IT’S NEW! IT’S RIGHT! IT’S RESINITE! 


Tough Vinyl Reinforced with Strong Nylon Cord 


You name it —new Resinite Braided 
Tri-Plex can take it... high water 
pressure - heat - cold - sun - oil - abra- 
sion - rough handling. Three ply con- 
struction. Heavy-duty truck-tire-type 
Dupont nylon cords are actually 
braided, then sealed between the 
smooth rugged vinyl core and heavy 
outer-wall of tough, shiny green plas- 


OTHER 


RESINITE 
PRODUCTS 


fe 


i ins Dordens 


SZ 
 — 


tisol for added beauty and extra pro- 
tection. 

Resinite Braided Tri-Plex is competi- 
tively priced for volume sale. Guaran- 
teed and protected against accidental 
damage. It’s another good reason why 
Resinite is the most complete, most 
profitable hose line to handle. Call your 
distributor or write today! 


Ny 


The Borden Co 
Please nd ¢ 
information an ” 


Name 


Store 


City 


THE Borden COMPANY 


Tre 27 n . 
ee ees: 
oma. Be era 


CHEMICAL DIVISION e¢ RESINITE DEPT. » BOX 1589 SANTA BARBARA, CALIFORNIA 
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recommend RING SHANK 
fea! ~ GYPSUM 
BOARD 
NAILS 


for better Gypsum Board 


installations 


Your customers will find that CF&I Ring Shank 
Gypsum Board Nails are designed specifically to do a 
better job in Gypsum Board installations. 





.098 DIAM, 














ANNULAR THREADS 





Here’s why: 
HOLD TIGHT...PREVENT POPPING 


The shank of this nail holds tight because it has 
regular annular threads which lock with the wood 
fibers. Due to this locking action, popping is pre- 
vented when CF&I Ring Shank Gypsum Board Nails ~ 
are properly used in Gypsum Board applications. 


MEDIUM 
DIAMOND POINT 











DEVELOPED THROUGH RESEARCH 


Through extensive research The Gypsum Association 
found that the nail illustrated is the best possible 
nail for Gypsum Board applications. These findings 
have been accepted by the American Society for 
Testing Materials and have been assigned Specifi- 
cation Number ASTM C-380-56T. CF&I Ring Shank 
Gypsum Board Nails are manufactured in accord- 
ance with this Specification. 


These nails have been fully proved in actual service. 


See your nearby CFal representative today for complete details 
on how you can serve your customers better by supplying 
them with the new CFal Ring Shank Gypsum Board Nails. 





THE COLORADO FUEL AND IRON CORPORATION 


DENVER - OAKLAND 


PROTECTIO 





Albuquerque + Amarillo - Billings + Boise + Butte + Casper + Denver + El Paso + Ft. Worth + Houston + Kansas City » Lincoln (Neb.) + Los Angeles 
Ocklond + Oklahoma City + Phoenix + Portland - Pueblo + Salt Lake City - San Francisco + Seattle » Spokane +» Wichita 
CANADIAN REPRESENTATIVES AT: Calgary » Edmonton + Vancouver » Winnipeg 4665 
For Details Circle 16 on INQUIRY CARD 
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WASHING 


—By N. R. REGEIMBAL 


for WESTERNERS 





Chilton News Bureau, Washington, D. C. 


Congress Will Consider Scores of Important 
Issues Affecting Western Businessmen in 1957 


Congress, little changed in makeup from the past two years, will 
settle down this month to the business of running the country with 
scores of issues affecting Western businessmen to be settled. 


With elections out of the way 
for another two years, the law- 
makers will probably consider 
some of the more controversial 
problems facing the country. 
Here are some of the issues 
which Western businessmen will 
want to watch closely: 


TAX CUTS will be a major 
issue this year, but the rapidly 
rising cost of government virtu- 
ally rules out any cut in the 52 
percent corporation tax rate, 
and gives little chance of any 
major cuts in excise taxes. Per- 
sonal tax cuts, if granted at all, 
will be small. There is, however, 
a good chance the lawmakers 
will grant some tax relief to 
small business, probably by re- 
ducing the tax on the first $25,- 
000 of annual business profits. 


POSTAL RATE INCREASES, 
which failed last year, will also 
be attempted by the Adminis- 
tration again, and could succeed 
in a nonelection year. The Post 
Office Department wants gener- 
ally a one-third increase in post- 
age. A strong drive to gain re- 
peal of Public Law 199, which 
limits the size of weight of some 
parcel post packages, is now 
building up, but the outlook for 
its success is dim. 


JANUARY 1957 


MINIMUM WAGE EXTEN- 
SION to some retail, wholesale 
and service operations will be 
pressed strongly by the unions 
and the U. S. Labor Department 
in 1957 and, with some of the 
largest department and variety 
stores dropping their opposition, 
could succeed. 


RECREATION DEVELOP- 
MENT in the national parks un- 
der the Mission 66 program, will 
be stepped up materially this 
year, probably coming close to 
$100 million, compared with $66 
million last year. 


FARM AID PROGRAMS will 
be revised and new gimmicks 
added—after considerable fight- 
ing—despite the expected 5 per- 
cent increase in farm income 
expected for 1956. Aid to de- 
pressed areas, defeated last 
year, will also be considered. 


PHANTOM FREIGHT legis- 
lation, passed unsuccessfully in 
the past by the late Rep. Carl 
Hinshaw of California, is up in 
the air this year without an ap- 
parent sponsor. The measure 
would outlaw the practice of 
suppliers levying flat shipping 
charges regardless of the actu- 
ally shipping costs from plant 
to store. 


BUSINESS GENERALLY in 
1957 is expected to be about the 
same as in 1956—a little better 
for the first six months, a slight 
dip in the final six months. Home 
building, one of the biggest sore 
spots, will get a lot of study by 
Congress, and pressure is on the 
lawmakers to ease restrictions 
on government - insured mort- 
gages to bolster home construc- 
tion. 


WESTERNERS will again 
lead Congress (to the extent 
that Congress is ever led). Sen. 
Lyndon Johnson, D., Tex., and 
Rep. Sam Rayburn, D., Tex., will 
again be at the helm, and many 
important committees will have 
Westerners setting their course. 


CALIFORNIA’S tremendous 
population growth (almost 3 mil- 
lion persons from 1950 and 1956) 
will give the state additional 
representation in Congress .. . 
By the 1962 elections, experts 
figure the state can pick 7 addi- 
tional members of the House of 
Representatives, bring their to- 
tal to 37, and giving them an 
equal number of additional elec- 
toral votes for President .. . 
Texas will get 2 more seats, and 
Arizona and Oregon one more 
each, if present population 
growth rates continue. 


FLOOD INSURANCE, up to 
$250,000 for a business and $10,- 
000 for a home will be available 
from private insurance firms 
with government backing before 
the spring floods in the West. 
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take your pick, gentlemen 


HYDE helps you get more of 
those extra sales and profits 
in your store 


new 


small size 


CARDOSELLS 


counter or wall 
fixtures featuring 
self-serve 
individually carded 
fix-up, paint-up tools 


THEY'LL DO A 
SELLING JOB 
ON YOUR 
CUSTOMERS 


Tih! 
se «s 


ond we 


. 2. 
=< e ap* . 


Eo 


prot 
av’ 


look at these CARDOSELLS self-serve fixtures 


| 
scrapers | 


7 4 
paint scrapers 
No. €107 Fixture Assortment 
V4 dor. C86 Combination Scraper: 

Sanders 

V2 doz. C85-11/2"' blade 

V2 doz. C83-2'/2"' blade 

Red Knob Scrapers 

Extra Blades—1! dozen 11/2” size, 
2 dozen, 2'2" size 

SALES LIST $39.75 
40% DEALER PROFIT 15.90 
cost 23.85 
YELLOW FIXTURE FREE WITH 
THIS ASSORTMENT — 


SIZE 18" x 22/2" 
TOTAL SHIPPING WGT. 121% LBS. 


"cARDOSELLS 


1/6 doz. K.S.10" dry wall joint 
cement spreader '/2 doz. C2E-4"’, 
C2E-5'', C2E-6"', joint knives or 
wall spreaders 

SALES LIST $43.76 
40% DEALER PROFIT 17.50 
cost 26.26 
GREEN FIXTURE FREE WITH THIS 
ASSORTMENT—SIZE 18" x 22'/2" 
TOTAL SHIPPING WGT. 10/2 LBS 


CARDOSELLS 


- . . 
joint knives 
No. C108 BH 

Fixture Assortment 
1/6 doz. K.S.10"° Spreaders 1/2 
doz. CBHE-4’’ — CBHE-5’', CBHE- 
6" Brass Hammer-Head dry wall 
joint knives on gold tone cards. 
SALES LIST $49.16 
40% DEALER PROFIT 19.66 
cost 29.50 
BLACK AND GOLD FIXTURE FREE 
WITH THIS ASSORTMENT — 

SIZE 18° x 222" 

TOTAL SHIPPING WGT. 11 LBS. 


CARDOSELLS 


putty knives - scrapers 
No. €106 Fixture Assortment 

Yq doz. C2E-1/2", C2S-12", C2E-3", 
C2S-3'’, C2E-4", C3E-114", C3S-11%4", 
C3E-3’’, Blue Diamond and Black & Silver 
Putty Knives and Scrapers. 

SALES LIST $52.20 
40% DEALER PROFIT 20.88 
COST 31.32 


GREY PUNCHBOARD FIXTURE FREE WITH 
THIS ASSORTMENT — SIZE 19°° x 33” 
TOTAL SHIPPING WGT. 16 LBS. 





HYDE MANUFACTURING CO. 


SOUTHBRIDGE 
MASS., U.S.A. 
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“FULL DEALER MARKUP” 


These all-purpose planters will make a real 
hit with your customers. The #BPS with 
Depth Gauge is ideal for planting vegetables, 
bulbs, small trees, and shrubs. Removes cores 
of soil around shrubs, trees and bushes for 
insertion of fertilizers. 


‘BPS 
RETAIL $360 


SPRING SPECIAL $2.97 


DEALER REG. COST S24 


DEALER REG. COST 1) 
SPRING SPECIAL ¢q egg a 
we . a zg z, “ a 


RETAIL 


sprinc speciaL $4,983 


DEALER COST SPRING SPECIAL 
DEALER COST $1 22 
MODEL BPS MODEL BPW 
30” Steel “T” Handle . 


Depth Gauge iia 30” Wood handle 
adjusts 2%” to 72” No Depth Gauge 
maby | x cairree 
t 2 i ’ 
Core Diameter 2%” oer eee ‘ ’ Core ~« seit 2%" 
Packed 3 to a carton 4 Packed 3 to a carton 
Wt. per carton 8 Ibs. " . Wt. per carton 5 Ibs. 


For further information 
see your Ames Distributor or write to: 


0. AMES CO. 


DIVISION OF McDONOUGH COMPANY 
PARKERSBURG, WEST VIRGINIA 
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2 new SHOP Ce Shears 


ie 
g as outstanding as the famous 


ed Seymour Smith Snap Gt Pruners 


» 


Trims grass easier Ps 
new<§ ae because this oy) No 3207 
TENSION BAR —> grips 


holds blades $2.50 


tension. A, without plastic 
f WAQ grips 


$2.25 
Blade tension automatically adjusts to the cutting job. 
Tougher the grass, the greater the tension. Blades preci- 
sion-edged, hollow ground. Plastic, no-blister grips are 
wonderfully comfortable. Will be a big seller because, when fil f, 
you add to these features the magic name of “Snap-Cut,” ‘ ti Self-sell 


you have a winner. 7 (22 product 
? tags 
give 
customers 
the 
features. 














Cuts hedge easier Bf sSasy = Easyon 

i . the user 
because this ~/ Sy because 
TENSION BAR -— ‘ this 
holds blades in cS spring steel 


proper y/ : ane sttock 
HEDGE SHEARS = — 
é to wrists and arms. 
Finest hedge shears that can be made. Only these give your 
customer the advantages of precision-edged, hollow ground No. 154-9 
blades plus combined shock absorber and blade tension bar. $4.95 
In addition, they carry the name “Snap-Cut” which means ; 


quality to millions. 


Good names 
make sales 





b | . 
It’s a snap with 
Other new “Snap-Cut”’ items 
FEATURE a you should carry—“Snap-Cut” 
Lopping Shears, “Snap-Cut”’ 
Tree Trimmers and “Snap- 
Our big national advertising will work for you 


Cut” Stand-up Grass Shears, 
Our consumer advertising, addressed to the 2% million 
“Snap-Cut” pruner users, says—now you can have the Garden Shears 


SeatGation eee Luatity Toots 
GARDENING louse & Garden 
Seymour Smitu 
yeler ) Flower 2 
Cle] Homes | Sumnel | Grower ! Sance 7850 


Sales Representatives: John H. Graham & Co., Inc. - 105 Duane St., New York 8, N. Y. 
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Ride 
\dal—mag-t) elaalohalale 


AIR-LITE Line 
to extra 








PROFITS 








AIR-LITE Outdoor 
Furniture Cloth 
woven of 


Firestone )eZn? 


Free display rack 
with 3-roll order. 








AIR-LITE 





AIR-LITE “lly. 


. i 
Screening Bee ci 


Get this new display rack 7-2) mM 
at % mfr.’s cost with 6- ree 
roll order. SPECIAL $16 \- ae 

BONUS: You get a 50 ft. 

roll FREE with order. 


AIR-LITE 
Chair Webbing 
woven of 


Firestone \élen* 


Free display rack 
with 4-roll order. 


AIR-LITE Furniture Cloth 
Self-Service Kits 
Nothing to measure, trim or wrap. 


Foch it recovers one chi, Bl Plest llloven Products Ine. 


51 CAMDEN STREET @ PATERSON 17.N. J 


For Details Circle 19 on INQUIRY CARD 
JANUARY 1957 





Your Wholesaler’s Resources . 


As you satisfy the needs of your customers, 
your scope of service broadens and unfolds 
new Opportunities to serve even more 
customers. This is business growth. 


Supporting your business growth is your 





wholesaler who keeps his resources and 
services smoothly paced to your daily needs, 
providing you an important basis for 
business growth. 


Such a relationship with your wholesaler 
means that you are taking advantage of and 


.. Rely on Them and Thrive 


putting to work the many services your 
wholesaler renders to his customers. In turn 
it means your business can move ahead 
without hindrance—it can develop with 
stability and no opportunities afforded you 
need go undeveloped. 








Whether your business is small, medium, 
or large, you will find that the useful 
services and resources which, for your bene- 
fit, exist among wholesalers everywhere can 
be applied in your behalf—use them—rely 
on them—and thrive. 








Part of a series of several messages sponsored by GRABLER on how your Wholesaler helps you. 





Dependable Distribution 
from these Warehouses: 


New York ¢ Philadelphia 
Atlanta ¢ Pittsburgh 
Cincinnati © New Orleans 





Dallas * Chicago ® St. Louis [— 


Minneapolis ¢ Denver 











San Francisco * Los Angeles 


LRABLER 


Manufacturers of the SQUARE "GEE" Line of Pipe Fittings 


The GRABLER Manufacturing Co. 
6565 Broadway, Cleveland 5, Ohio 








Low Price Flat Varnish brushes for quick 
sales. 6 doz. assorted 1”, 1144” and 2”. 





& 
% 
y, <P Brushes 
fe 


y ores 
epoans  woater® wi 


. popular Wall brushes move 
and 4”. 


Pure Bristle . 
fast! 2 doz. assorted 3”, 314” 





Pure Bristle, medium grade Wall 
Brushes. 1 doz. assorted 3”, 31/4." and 4”. 





56-SS-3 
Hand Wire Scratch 
wire brushes with shoe handle grip. 


2 dozen sturdy 











4 “Do it 
10° Load ea. 


Give You 40% Profit 
Port (araeh BUSHES : 


LONG-LASTING BRUSHES 
ARE YOUR BEST Buy! 


USHES WILL MAKE 
6000 8 LE ee bdentien ‘ 


THAT PAINT JOB 
BETTER 


sO MUCH 
ihe iii POO 
AND MORE FUN! 
a egies 


Choice of two assortments: 57-E, Tynex Nylon and 57-F Pure Bristles (Illustrated above) 
Sturdy wire rack displays 3-9/12 Doz. 1” to 4” Brushes. Colorful display sign. Brushe 


are mounted on rack through a drilled hole in the handle—a useful and very modern feature 
Each brush wrapped in eye-appealing jacket printed with full instructions on use and care 


SIX ATTRACTIVE ASSORTMENTS 


Each in Free Modern Sales Booster Display 
e Recognized Line e Quality Brushes 
e Rapid Sellers e Satisfied Trade 


Each display a credit to your store—each highlighted with sejling copy that 
makes instant sales. Remember Morck Displays Pay You 40% Profit. 


Ask Your Distributor To Show You Full Line Of Assortments 





Worch Swish Division 


BRUSHES 


es a ee = OS 
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25th STREET AND POTRERO AVENUE 
SAN FRANCISCO 10, CALIFORNIA 


- PAINTS - GLASS - CHEMICALS - PLASTICS 


PLAA Y GLASS 
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The Line with More 


FOR INDEPENDENT DEALERS! 


SELL THE 


ae : % ’ 
ARTIN fi 


WORE * se 
a 


i tf 


Order Today from Your 
MARTINWARE WHOLESALER 


Billings Hdwe. Co. ; Billings, Mont. John Pelalat Hdwae..Co. ... ...Milwaukee, Wis. 
Drake Hdwe. Co.... ....Burlington, lowa Rogers & BGldwin HdwWe. Co. Springfield, Mo. 
Dunham, Carrigan & Hayden Co....San Francisco, Cal. Salt Lake Hardware Ga. Grand Junction, Colo. 
Farwell, Ozmun, Kirk & Co ......5t. Paul, Minn. ea Balsa, Idaho; Salt Lake City, Utak 


Harper & Mcintire Co. ; ......Ottumwa, lowa 
Cedar Rapids, lowa Seattle Have. Co. sak Seattle, Wash. 


Hassco, Inc. ..Denver, Colo. Strevell- Patéftypn Hdwe: Go. Salt Lake City, Utah 
Inland Hardware Co. Pasco, Wash. Townley Metab & HdWes So. ..Kansas City, Mo. 
Janney-Semple-Hill & Co. ...Minneapolis, Minn. Union Hdwas We Metal cor Los Angeles, Cal. 
Jensen-Byrd Co. ....Spokane, Wash. waar want. Gh nae Peoria, lil. 


May Hdwe. Co. a ; Portiand, Ore. ait 
Bend Hardware Co. ... ; Bend, Ore. Wright & “~~ Co.v% . .....,Omaha, Neb, 








GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesota 
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A NEW IDEA 


Full 50 Foot Prue 


FF 


| | Leader 


ee ncolor 
regition® ol 


ae, WAS EVE APPEAL... 
R 


4 TUBE SPRINKLER 


Four-Tube Patented Sprin- 
kler Hose — our leader — 
smooth Green and made of 
Deluxe Imperialyte Plastic 


GARDEN HOSE 


Deluxe-Virgin Viny! impe- 
rialyte Plastic Hose. 


#700 CLEARALON 
Full 4" Clear, smooth 
Kelly ee. color — uncon- 
godly | epoin goen for 

0 years. real hose for 


be Bots use. 


#580 RIB-CLEAR 
tell Ki” size. Corrugated 
Kelly Green color. A very 


SOAKER HOSE 


¥2"’Single-Tube Soaker and 
Sprinkler Hose—color green 
—made of Imperialyte Plas- 


tic. A good item at a low 
FULLY COVERED and Price. 
PROTECTED UNDER U.S 
PATENT 2,621,075. 


— plastic hose with a 
year guarantee. 


<i or pir o 


Guaranteed by > 
Good Housekeeping 


‘J 
OP 45 apvearisto WSS 


PROMOTIONAL HOSE 


Traffic builders for any 
store. 


#337 IMPCO 
Clear, smooth transparent 
Kelly Green plastic hose 
with a full 3 year guar- 
antee. 


#150 WATER BOY 
Solid wall, opaque corru- 
gated Red, Green and 
Black. Exceptional quality 
value for the price and a 
full 3 year guarantee. 


<< ~ OF 
$ "Guaranteed by 
Good Housekeeping 


Sg i) 
Ten ATOR 745 apvennisto WS 
qcuwt * oF 


$ Guaranteed by 


.. . AND IT’S 
Good Housekeeping GUARANTEED BY 
2or 45 anveaistD weer 


GOOD HOUSEKEEPING, TOO! 


Tubing & Rubber Company 
MILL STREET CRANSTON 5, R. | 


ALSO MANUFACTURERS OF A COMPLETE LINE OF RUBBER GARDEN 


or Details Circle on INQUIRY D 
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~ How to gross an 


EXTRA *2402% 
yearly . 


Make Floors Beautiful! 


Model 681 


available 
through your 


distributor 


Members of the famous 
Starline family of Door 
Hardware. AND SALES 


are growing every year. = Promote Holt rentals and 


So cash in. See your 


distin dias related sales with this compact display 


Model 1068D 


Cannon Ball Track and Table below shows average yearly income of $2402.00 
from renting Holt floor equipment, and sales of related 
items in 1,099 paint stores. You may even better this 
figure by proper placement of board. 


Self-Oiling Hangers are 
Guaranteed for the Life of 


the Building. Doors Rentals Mdse. Total 


always work smooth and Sander and Edger $536.00 $1,275.00 $1,811.00 


easy. Ask your distributor. Polisher 187.00 83.00 270.00 
Spinner 137.00 184.00 321.00 


Lanacker $860.00 $1,542.00 $2,402.00 








END _ INTERMEDIATE BRACKET ——. 
BRACKET : 


y» 


Display board fits into 3’x5’ space, builds store traffic, 
increases sales of repeat items like sandpaper, wax, paint, 

Model 1088 le deal , : 
Model 1082D etc. It is designed to display full rental line, plus other 
items, and you can “make-it-yourself” for a material cost 
of only $19.00—we furnish easy-to-follow instructions. 


S ) SOG Now is the time to get in on this profitable rental! busi- 
ns . 4 ness. Ask your Holt distributor for display board instruc- 
tion sheet, and full details on our money-making rental 


plan, or write to Dept. K-1. 
Copyright 1957 Starline, Inc. SELF-CLEANING 23 


DOOR TRACK SALES AND SERVICE CENTERS IN MAJOR CITIES 


je MANUFACTURING CO. 


| 669 - 20th St., Oakland 12, Calif., or 272 Bodaer Ave., Newark 8, N. J. 
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Remodeling? Planning a New Store? 


"te hes You’ll increase 
é te pn RE impulse sales, 
Phen re ae ew: 


—— reduce 
labor costs... 








... With 


Self-Selection 
Display Fixtures! 





Let Daley quote on your 
new store or remodeling job! 


Take advantage of Daley’s wide 
experience, Daley offers you: 


® Complete store plan* 

e Firm fixture quotation 
including freight 

@ Installation if desired 

@ Follow-through by 
Daley service representatives 


WRITE for more information 
ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 
*Specifically designed for you and your location by 
Daley’s professional store planning staff. Includes your 
entire fixture needs: islands, wall shelving, all accessories 
down to the last bracket, pipe displayer and wire reel. 


Mail to: DALEY DISPLAY FIXTURES 

[] 8th Avenue & Edison, Redwood City, Calif., or 

C) 7400 Pershing Avenue, St. Louis 5, Mo. 
Please send us further information on Daley's 
Store Planning Service. 
C] We are planning a new store. 


See the complete Daley line at: 


Booths 52-53 California Retail Hardware Association 
Convention, Fairmont Hotel, San Francisco, 
February 10-13th (Garehime Corporation) 


Booths 468-9 Pacific Southwest Hardware Association 
Convention, Long Beach Auditorium, 
February 19-21st 


[] We are planning to remodel. 


Name 





Company 





Address 





City and State 





Daley Islands «- Illuminated Wall Shelving « Display Tables and Accessories 
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You can’t miss with a handy little beauty like this! There’s Lights instantly... burns cleanly ... heat reg: 


* . . . H H ” 2 “ 
nothing on the market like it — for looks, for convenience, viates from high to simmer. “Floating” re- 
é ° . : flector bowl puts heat into cooking, keeps 
for easy, instant operation and performance. Just display it — stove cool. Sturdy, one-piece frame. Grill 


let it catch the customer’s eye with its refreshing green enamel snaps off for washing. Enamel finish can be 
° ¢ . . . . . i i J i 
finish ... its bright chrome grill... polished aluminum heat- ion tr clean niedig sal rk oo 
reflector bowl...and its ready-to-go twin fuel cartridges ‘ 

vi 1) Liohr if ‘ ‘ A STORE TRAFFIC BUILDER... COLEMAN 
(one’s a spare!). Light it, show it and customers will buy it i> Geox bce eal ease Se Se 
for picnics and outings... for motel and cabin use on motor Coleman Picnic Stoves and Coleman LP 


‘ Re : . Gas Lanterns. A better fuel. New throw- 
trips... for patio parties and dozens of other uses. Lights at a csases. cnichtidin: GAR ais oo x Gee 


touch of a match, burns economically, refuels in 5 seconds. dozen carton. 2 hours real heat, (4 hours 
of light) in every cartridge. 59c retail list. 


Now You Can Sell More Fun to 


NEW COLEMAN 


PAK-TAGLE These Coleman Products belong on all 
Colorful, scuff - proof vinyl top 


bendedtoctecl; New “SnapOur” Picnics @ Beach Parties ° Clam Bakes * Cook 
Legs. The handsomest, handiest Outs * Patio Parties * Vacation Trips * Auto 
outdoor table made. Does double Trips * Outings of Every Kind. 
duty! (1) a roomy carrying case 
that converts in seconds to (2) a 
sturdy, 28” square table. Top is NEW COLEMAN 
scratch -and-scuff proof. Wipes SNOW-LITE Cooler— | 
a clean, stays beautiful. Alcohol, eecaan icine NEW Coleman LP 
Se fruit acids won't stain it. Hot Pounds lighter in a Gas Lantern — 
dishes, cigarettes, won't scorch it. Also available with weight. Holds , Lights eyes j 
metal top of green hammerloid finish. As carrying ey poke Spy se fal wrette lignt. 
case holds four stools, lots of utensils and supplies. beauty, vinyl top, Stands firm, 
(Picnic Stove can be packed in it.) Table and 4 stools chrome fittings. hangs anywhere. 
from $23.95 retail list. 


- 
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NOW you can offer a SS5zXX value for *2.19 


set of 3 straight-side sauce pans... 


set-in covers... Bakelite knobs 


in LEMON YELLOW 


NEW COLOR. Now you can sell low-cost cook- 


ware in the high-fashion lemon-yellow color. 


NEW DESIGN. These straight-sided pans won’t 
tip over on the stove. Porcelain-enameled surface 
is sanitary, easy to clean. 


NEW COVERS. Vaporseal edges hold cooking 
juices, prevent covers from sliding off the top of 
the pan. Stay-cool Bakelite knobs won’t burn 
fingers. 


NEW PACKAGE. Pans 
and covers are carefully 
packed in a pre-priced 
self-display lemon-yellow 
carry-home carton. No 





packing troubles for you! 





STOCK UP NOW— 
GET READY FOR CUSTOMERS! 
Quantity Item 


6 only....................YB515C Covered Sauce Pan Set 
3 only... YB52 Combination Cooker ASSORTMENT 
3 only. YB40A Flavor Saver Straight-Side Pot YB150W 
3 only.. YB60A Flavor Saver Straight-Side Pot 
3 only YB81A 8 Cup Percolator Retail value... 
YBS1SC 3 only YB112 Round Dish Pan (Deep Sink) 
3 only YB9201—3 Pc. Sauce Pan Set Your cest 
3 only YB71A Tea Kettle 
27 Pieces Total Packed Weight 








FEDERAL ENAMELING & STAMPING COMPANY 
Pittsburgh 30, Pa. 


Gentlemen: Please enter my order for . YB150 assortments. 





My Jobber’s Name Is 
For Details Circle 8 on INQUIRY CARD 
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4 SASH LOCK 


by NATIONAL LOCK 


With these Exceptional Sure-Fire Sales Features 


Positive 4-way closing action 
Provides all-weather protection 
Modern, smooth-line appearance 
Easy to operate ... easy to install 
Reasonably priced 


Positive Closing in 4 Directions 


EXCLUSIVE in action . . . IMPROVED 
in design... here’s your newest National T & PULLS SASH UP. DOWN 
Lock profit potential! This unique sash lock 5 


pulls sash up, down and together... with a AND TOGETHER! 


flick of the finger Smartly-styled square-tip = 
handle turns full 180°. Wide pad eliminates ame, Gross Eliminates Rattles 


“rocking.” Brass, Chrome and Dull Bronze 


finishes. Available ‘‘Select-a-Pak’d” for self- KEEPS OUT WIND 
service selling or “Contract-Pak’d” for con- H h RAIN AND DUST 


venience of volume users. See your supplier. 
Sash Hardware Assortments 
Include Modern-Style Sash Lift 





Ass: 
4-D *SUTes Positive c1 


IN F Sing 
SASH Ee, OUR DIRECTIONS 
hey Tight 


Series 500 Assortments contain two dozen 
Locks, with matching Sash Lifts, in three 
popular finishes. Small investment required. 


THIS EFFECTIVE SELLING AID 


Colorful . . . compact. Use as a counter dis- 
play or as an action demonstrator in the 
field. FREE with each assortment. 


Write for Descriptive 
Information and Prices 


a \\ ws Mo VELOL) FN i Role] G@ieley ty .V, bd 
4. . Be Rockford, Illinois © Merchant Sales Division 
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STORE’S FIREPLACE, as seen from the front of store, 
has served as model for fireplaces in many of area’s 
rustic homes. 


CATERS TO RUSTIC TREND 


sé Ainety per cent of the homes built in this area 
are rustic,” says Raymond Buckner, who 
with his wife, owns and manages Buckner’s in 
Ruidoso, N. M. “To go along with this trend we 
carry everything that gives the rustic theme to 
the home. This has come to be a very profitable 
part of our business—in hardware and in other 
lines we carry.” 

Ruidoso, a well-known resort town, is experienc- 
ing an increase in the building of year-around 
homes. These homes blend with the wooded 
scenery. 

Buckner’s realizes sales from this type of con- 
struction by stocking up on items that promote 
the outside rough finish on into the home. Cast 
iron cooking utensils in a rustic red color find 
a ready sale in the hardware department. They 
retail from $2.95 to $11.95 and are excellent at 
Buckner’s for gifts. 

Fireplace accessories fit in with the rustic 
trend, especially in the case of cabins, reports Mr. 
Buckner. The firm places orders for screens to 
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FIREPLACE ACCESSORIES, very popular in area, 
are displayed on Pegboard to encourage browsing. 
Screens are displayed in foreground. 


fit particular fireplace openings. A full line of 
accessories to match the screens are maintained 
in stock and displays. 

Wrought iron fireplace accessories in the form 
of fire lighters, dogs, iron log baskets, and related 
items, make up approximately ten per cent of 
the hardware line at Buckner’s and are highly 
profitable. 

Mr. and Mrs. Buckner believe in the value of 
proper displays. Their store, operating on the 
principle of inviting the customer to browse, con- 
tains a 5- by 7-foot pegboard on the wall at the 
rear of the gift section. It is painted in a char- 
treuse tint and contains the wrought iron fire- 
place accessories. 

The building, designed by the Buckners, has the 
unique feature of a fireplace that extends from 
the floor to the ceiling and its cut stone exterior is 
part of the wall that goes beyond the front win- 
dows to the edge of the building. 

The fireplace represents an investment of $600 
and helps to secure fireplace jobs for construction 
men in the area. Visitors, coming to Ruidoso and 
planning to build homes for themselves, often 
base their fireplace construction on the one they 
see at Buckner’s. 

Old-fashioned cast iron pots with three legs 
at a price range of from $1.55 to $11.55 are an- 
other sales booster for the firm. Old-fashioned 
wash pots find favor with rustic home lovers in 
the region and are to be found at the store promi- 
nently displayed. 
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IN LIGHT-TRAFFIC CORNER salesmen can SELL power tools to prospects. 


Sale of Power Tool is Just the Beginning 


Accessories, supplies and other Power Equipment is in the offing, states Kent, Washington Dealer 


HERE are two principal rea- 

sons why the owners of Kent 
Hardware & Furniture are par- 
ticularly happy with the results 
achieved by their power tool 
merchandising program that 
they went into in earnest about 
two years ago. Since that time, 
they have increased power tool 
sales four times over their pre- 
vious sales volume in that de- 
partment. 

The first reason is the very 
substantial sales increase 
achieved through big - ticket 
sales that they were formerly 
missing. The second reason has 
been the additional “small tick- 
et” sales to which each power 
tool purchase invariably leads. 

“Purchase of a table saw is 
usually only the beginning,” ex- 
plains co-owner L. B. Coen. 
“After that come purchases of 
blades, sandpaper, paint, and 
other supplies as well as other 
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power tools. And power tools 
can be merchandised effectively 
to achieve these results.” 

Kent Hardware & Furniture 
is located in Kent, Wash., a town 
of about 4,000 population serv- 
ing a rural area of about 18,000. 
The store is owned by L. B. 
Coen, Sr., and his two sons, L. 
B. (Bob) Coen, Jr., and Thomas 
Coen. 


Department Moved to Light Traffic 
Section 


The owners took on their first 
power tools about five years ago 
with a limited stock that they 
displayed in the same part of 
the store as their hand tools. 
They enjoyed a moderate sales 
increase, but power tools were 
still a minor department until 
two years ago. That was when 
the owners decided to expand 
their power tool merchandising 
program, in several directions. 

“One of the first improve- 


ments we made was to move the 
entire power tool department 
away from the hand tools,” says 
Bob Coen. “We set them up in 
a corner of the store where we 
could give them considerably 
greater floor display space, and 
where they would be sufficiently 
isolated from high foot traffic 
departments to do a good selling 
job. 

“We separated them from 
hand tools for the same reason 
that we separate appliances 
from housewares. Like appli- 
ances, power tools take a good 
deal of personal selling. You 
have to demonstrate the tools 
and convince the customer it’s 
a good value for the money. 
Placing power tools in with 
hand tools leaves you vulnerable 
to interruptions which make it 
difficult to do a good selling job.” 

Power tools now occupy a 
corner of the store about 20 x 35 
feet in size, including floor space 
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back of two display windows. 
Special window displays are 
maintained there, including a 
special work bench set-up with 
radial arm saw installed to give 
in-the-window demonstrations. 


Inventory Expanded 


The expanded display area 
also permitted expansion of the 
store’s inventory. They now 
carry about $10,000 worth of 
power tools, plus $4,000 to 
$5,000 worth of parts and ac- 
cessories. Their stock includes 
the full manufacturers’ lines in 
four leading power tools (Skil, 
Black & Decker, Delta Home- 
craft, and DeWalt). 


“It’s just as necessary to carry 
a full line of parts and acces- 
sories as the major power tools 
themselves,” explains Bob Coen. 
“Otherwise, customers cannot 
make full use of the tools they 
purchase. We carry full lines 


of pulleys, belts, bits, saw blades, 
abrasive blades, motors, drills, 
etc. In drills, for example, we 
carry all sizes in high speed, 
wire drills, and wood drills. By 
doing so, we’ve made our store 


the power tool center of the 
Valley.” 


Finds Demonstrations Necessary Part 
of Selling Power Tools 


All tools and accessories are 
laid out where they will be seen 
and customers can examine 
them. In addition, that part of 
the store is wired so that every 
tool can be demonstrated in op- 
eration. 
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Demonstrations are absolutely 
essential to most sales, believes 
L. B. Coen, Sr. He points out 
that before a hobbyist will buy 
a tool, he wants to know what it 
feels like to operate, how long 
it takes to change the adjust- 
ments, and to receive some basic 
instruction in its operation. 
Once he has had such a demon- 
stration, it is usually an easy 
matter to close the sale. 


Kent Hardware also carries 
a representative assortment of 
professional power tools for con- 
tractors and professional wood 
workers in the area, together 
with accessories. This is a 
profitable sideline, and accounts 
for about 20% of all power tool 
sales. 

Knowledge of woodworking 
techniques and the special capa- 
bilities of the tools they sell is 
equally essential, the owners 
say. Power tools are the particu- 
lar responsibility of Bob and 
Tom Coen, both of whom are ex- 
pert wood workers, having built 
many of the store’s fixtures. In 
addition, they have both gone 
to manufacturer-sponsored in- 
struction schools. 


Sales can likewise be devel- 
oped through store demonstra- 
tions by factory representatives, 
Bob Coen notes. About every 
other Saturday there is a factory 
representative in the store. Since 
the demonstrations attract at- 
tention and develop leads for 
later follow-up, the owners en- 
courage the representatives to 
make frequent appearances. 


WORK TABLE (left) was built to 
hold radial saw as an idea for cus- 
tomers. It was placed in window 
near power tool section. Other win- 
dow (at right) shows portable 
power tools and accessories. 


Reps Aid in Store's Classes 


One of the store’s most suc- 
cessful power tool promotions 
has been its sponsorship of a 
special power tool instruction 
school. They started this in 1955 
and plan to continue it each year 
in the future. 

“We have four of these 
‘schools’ per season and they 
have been very successful,” says 
Bob Coen. “Three of the schools, 
or classes, are held before 
Christmas, and one shortly af- 
terward. They thus coincide 
with the best power tool months 
of November, December, Jan- 
uary, and February. While 
Christmas is best, the dealer 
should not overlook those last 
two months for power tool sales. 
In many families, apparently, 
the father takes care of the rest 
of the family before Christmas, 
then buys for himself after- 
wards.” 

Each school session begins at 
7:30 and lasts until 10 p.m. It 
is held in the store, space being 
cleared in the power tool de- 
partment for the group. A fac- 
tory representative gives some 
special instruction, assisted by 
Bob and Tom Coen, who also 
make small items using power 
tool equipment. This is fol- 
lowed by a question-and-answer 
period. The meetings are pro- 
moted by newspaper ads and by 
postcards mailed to selected 
store customers. 


Classes for Learning—Not Selling 
The owners do not take ad- 





CUSTOMER SHOPS FOR SAW BLADES from stores exceptionally large 
assortment of saw blades and other accessories. 


vantage of the occasion to try 
to sell power tools. However, 
they do offer a door prize, usu- 
ally an accessory, for which 
those attending register their 
names and addresses. The names 


are added to their mailng list. 


And appointments are fre- 
quently made to see a man at a 
later date about a tool in which 
he expressed an interest. 

The schools have, accordingly, 
been directly responsible for a 
number of additional power tool 
sales, and have been indirectly 
responsible for others. The first 
school drew 18 people, but at- 
tendance has increased rapidlv 
so that 52 attended the latest 
session. 


Credit Used as Selling Tool 


Credit must be made available 
to purchasers of big ticket items 
like power tools, says L. B. Coen, 
who was credit manager of a 
large concern for a number of 
years before he acquired his own 
store. Used properly, he points 
out, credit plus intelligent fol- 
low-up can be used as a creative 
selling tool. 

“We will sell any tool on con- 
tract to customers who we are 
satisfied will be good credit 
risks,” he points out. “We carry 
a good deal of our own paper, 
in which case we keep the terms 
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as flexible as possible within a 
maximum contract duration of 
one year. With two lines of prod- 
ucts, however, we can sell cer- 
tain items on three-year con- 
tracts which are carried without 
discount or recourse by the man- 
ufacturer. 

“We also believe in following 
up on customers who have 
bought power tools from us, on 
the assumption that the first 


purchase is only the beginning. 
Names of all purchasers are 
written on individual cards 
which are kept in a small file 
box in the power tool depart- 
ment. A few months after a pur- 
chase, Bob or Tom will pay a 
call on the customer to find out 
how he likes the tool, and 
whether there are any com- 
plaints that may be adjusted. 
He also finds out what is the 
next tool he is interested in get- 
ting. 

“The customer may not be an 
immediate prospect for that, but 
in any case, the information 
gained goes onto the customer’s 
file card. When a new tool or 
model comes in or when we 
judge the time is right, we will 
then call up or pay another visit 
to see if he is ready to make that 
next purchase. The method gets 
results in a good proportion of 
cases. 

“In addition, we watch all our 
store accounts quite closely to 
see which ones pay their bills 
promptly. We then concentrate 
on those best credit risks, to sell 
them other merchandise before 
the contract on which they are 
paying has been completed. We 
thus keep that customer as an 
active and interested purchaser 
of merchandise from Kent 
Hardware and Furniture.” 


AN INTERESTED CUSTOMER watches Bob Coen demontrate radial saw in 
power tool department which is free of heavy traffic. 
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Lighting Facilities ... Used and Sold 


LIGHT HELPS SALES 


ARE MOTHS the only ones attracted 
by light? “Well, Customers are, too,” 
says designer Mendel Broyles, who 
has recently developed this dramatic 
new lighting system for a Midwest 
hardware store. He used 40 fluorescent 
units in a 70 x 90-foot building. He 
used 4 x 8-foot fir plywood panels to 
house three-bar 40-watt fluorescent 
lights. The panels were supported by 
steel trusses on beams. The dramatic, 
contemporary visual impact of the 
lighting system comes from the pan- 
els painted bone white contrasted 
against a black ceiling. The plywood 
was selected because it could be sus- 
pended from ceiling without special 
reinforcement and was very inexpen- 
Sive. 





SWITCH TO SALES 


RAYS OF LIGHT are directed through 
indiv’ ‘ual lighting fixtures so that the 
cusi_..er can see what each fixture 
looks like in operation. This display 
has built up sales volume of lighting 
fixtures for the Imperiale Hardware, 
Redwood City, Calif. Each fixture has 
its own suspended switch. Customers 
can test the effect of various size and 
type of fixtures by operating the 
switches themselves. This often leads 
to sales on a self-selection basis. 
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WOMEN’S BROWSING STORE 


OR women to “to go shop- 

ping” is as much a delight 
as for men to go to the ball 
game, or for children to go to 
the circus. It doesn’t take long 
to find out if your store is on 
the majority of women’s shop- 
ping routes. One tells another 
about a “grand place to shop” 
and the store gets on the shop- 
ping route list and becomes a 
“must” to visit regularly. 

Recently Gallant-Carrol Hard- 
ware and Supply Co. at Tuscon, 
Arizona made some changes. 
Among them was the establish- 
ing of their Host & Hostess Shop 
which was designed to take care 
of gifts, housewares, closet sup- 
plies, bath supplies. It was 
planned to be the kind of shop 
that women would readily put 
on the regular shopping route. 

The special shop did appeal 
to the women of Tuscon. Just 
how much is best expressed by a 
woman shopper, Lena Gamble 
Bixer who sent her impressions 
of the new shop to HARDWARE 
WORLD. This is her story: 

“A friend invited me to ac- 
company her on a visit to a new 
hardware store in our neighbor- 
hood. It was a most enjoyable 
trip and I am not surprised at 
the gaining popularity of this 
store. 

“As we entered, it seemed to 
be only a bright, shining new 
store with new equipment and 
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New Housewares-Giftwares section of Established Hard- 


ware Store in Tucson, Arizona, is Delightful for Women 


Shoppers 





APPEARANCE INVITES WOMEN TO GO IN AND BROWSE 


new stock usually found in a 
store of this type. After looking 
over the store we came to an 
archway opening into another 
store. The sign displayed read: 
WELCOME TO THE HOSTESS 
ROOM. 

“We knew it was a sales room 
but the Venetian blinds and the 
bright drapes at the windows 
and the informal arrangement 
of the room gave us the feeling 
of entering a living room of a 
spacious home. 


aot 


“There were a few stationary 
counters but more tables and 
chairs scattered about and two 
huge studio couches under the 
windows. On the tables, artisti- 
cally placed, were all the beauti- 
ful things so dear to a hostess, 
arranged for different occasions. 
Beautiful centerpieces (conver- 
sation pieces, is the more modern 
term) of flowers and fruit, one 
table with chafing dish and uten- 
sils, another with coffee urn and 
accessories, a tea table with tea- 
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LUXURY SETTING is given each piece with the combination of glass shelves, 


color and excellent indirect lighting. 


pots and strainers, a bar with 
needed appliances, a stag table 
and many others. 

“One table held a slicer- 
squeezer machine for vegetables 
with a demonstrator showing 
how to operate it. 

“In one corner was a barbeque 
with many useful gadgets. An 
improvised closet showed the 
newest hooks and racks for stor- 
ing clothes, and, of course, a 
baby corner. 

“The clerks moved about 
among the customers explaining 
and answering questions. We 
learned that each week the 
tables are changed as new stock 
arrives, and that one day in the 
week a demonstration is given 
by an expert.” 

“On the day of our visit, a 
charming lady was making a 
variety of frozen deserts on a 
well-equipped cabinet in front 
of a quick-action refrigerator. 
We were given a generous taste 
of the desert served in a dainty 
foil dish with wooden spoon. 

“So entertained were we that 
we did not realize how much 
time we had spent nor how much 
money we had spent for useful 
hardware, and when we left by 
the way of the archway, a gra- 
cious saleslady said, ‘Come 
again,’ and gave us a printed in- 
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vitation to attend the demon- 
stration of the following week. 

“So the visit to the new hard- 
ware store which I envisioned 
as an array of tractors, plows, 
lawn mowers, cutlery and elec- 
tric devices turned out to be a 
lovely educational party for 
women.” 

Just what this company did 
to make this special shop so ap- 
pealing to women was not too 
difficult. They used good color 
schemes to show off the Daley 
fixtures, which in turn presented 
the carefully selected merchan- 
dise in an attractive manner. 

The area was divided into 
three parts. Each section be- 
came a “shop.” They are: 

1.GIFTS AND HOUSE- 
WARES SHOP—This is not a 
gift shop in the usual sense. 
Very little is carried of a purely 
decorative nature, almost all 
merchandise being functional. 
Broad classifications are as fol- 
lows: Baskets, glassware, bar 
supplies, clocks, woodenware, 
copper and brass wares, table 
mats and napkins, trays, planters 
and related items, also a large 
selection of serving pieces in 
pottery, stainless steel, wood, 
and plastics. The only dish sets 
carried are Melmac. 

2. CLOSET SHOP—Garment 


bags, wooden and metal clothes 
hangers, metal closet accessories 
such as shoe racks, tie racks, 
and moth-proofing products. 

3. BATH SHOP—Shower cur- 
tains, bathroom scales, hampers, 
complete line of accessories such 
as shelves, waste baskets, tissu- 
ettes, etc., and bath mats, rugs, 
and stools. 

Color Scheme: The gift sec- 
tion uses turquoise walls and 
ceiling with back panels of fix- 
tures in the same color. Decks 
and kick plates of fixtures are 
in a chocolate brown. The bath 
and closet shop features a cheer- 
ful yellow on ceiling and walls, 
and back panels of fixtures, with 
brown decks and kick plates on 
the wall fixtures and center gon- 
dola. The use of turquoise for 
the gift section and yellow for 
the closet and bath shop pro- 
vides departmentalization with- 
out any physical division. 

The color background in the 
Gift section has definitely in- 
creased sales, as merchandise 
which had been slow selling in 
a small gift section in the orig- 
inal store, moved readily when 
transferred to the new section. 

Customers generally find the 
color combination used very 
pleasing, and all types of mer- 
chandise look very well against 
this background. 

Some features of the fixtures 
which might be of interest are 
as follows: 

1. The cornice strip was espe- 
cially made of oak with a mod- 
ern hand rubbed finish. This 
gives fixtures a custom look at 
small added expense. 

2. The use of expanded steel 
mesh as dividers, provides ex- 
cellent space for hanging dis- 
plays such as planters, baskets, 
clocks, ete. These are also used 
on the walls at the store en- 
trance and in the passageway 
between the two stores. 

3. The use of “rough and 
smooth” glass throughout for 
shelving, has proven to be prac- 
tical. First, because it is not so 
transparent and therefore does 
not allow the customer to see 
through to the next shelf. Sec- 
ond, it does not show dust as 
quickly. Third, it has a more 
custom look. 
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PRE-CONVENTION & SHOW SECTION 





1957...A Year for 


New Items and New Ideas 





Planes, trains and private autombiles will be 
carrying thousands of retail hardware men as 
well as other retailers to Chicago, Denver, Salt 
Lake, Spokane, Seattle, San Francisco, Long 
Beach and other cities with the next two 
months. 


These dealers will listen to speeches about 
business, about the welfare of the nation, and 
about situations affecting businessmen. They 


will attend clinics, and see merchandising im- 
provements for their stores. They will spend 
many hours looking at products “in person” to 
determine what items to stock throughout the 
year of 1957. 

This section has been developed to show all 
of the places where you might go to find the 
help you will need in 1957 to make it a success- 
ful year. 











Gift Shows Are Rewarding 


By GEORGE PASCOE and 
CHAS. A. BLACKBURN Jr., 
of Trade Shows Ltd. 


INCE housewares depart- 

ments and hardware stores 
have discovered the profit in 
selling giftware merchandise, 
the California Gift Show has 
taken on a new importance. Un- 
like staple items, ceramics and 
planters and barbecue accesso- 
ries cannot be bought (intelli- 
gently) from a catalog. 

However, we know that many 
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of these buyers lack orientation 
in the gift market. It just isn’t 
as “cut, dried and delivered” as 
the markets they know so well. 
Styling matters more when you 
inventory giftware. Also, there 
are tricks to this business of en- 
gendering promotional enthusi- 
asm. If your customer needs a 
hammer, he buys one. The same 
customer may not need a new 


pepper mill but you can persuade 
him to purchase it! 

Because of this, the Gift Show 
is a real aid to housewares 
buyers. Now, how can you get 
the utmost out of it in terms of 
your business? 

The obvious benefits in attend- 
ing a gift show are: Comparison 
shopping ... see the new things 
first .: .stady trends .. .ar- 
range promotions... glean val- 
uable product information from 
exhibitors — be they manufac- 
turers or sales representatives. 

But there is a hidden advan- 
tage in coming to market which 
few may realize. The secret is 
an emotional soufflé made up of 
excitement, intuition, rapport, 
personal judgment and the get- 
ting-of-creative-ideas. The sur- 
vey boys could never measure it 
—but it’s there in every exhibi- 
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tor’s showroom ... in fact, it 
pops up all over the place! 

Just as a creative artist goes 
back to the salon, the gallery or 
the studio periodically to get “re- 
charged,” buyers need this same 
stimulus. And they need it in- 
creasingly if they are going to 
merchandise creatively. (What 
giftware item was ever a basic 
human need?) 

A buyer with a limited display 
budget sees an attractive exhibit 
(maybe it’s in a room he usually 
doesn’t visit with a line he never 
buys) ; it gives him an idea for 
his own department or store. A 
buyer casually meets another 
buyer, discovers they have a mu- 
tual merchandising problem; 
they exchange experiences and 
each comes away with a formula 
for semi-solving the puzzle. A 
buyer, in talking to a manufac- 
turer or his representative, 
learns some interesting back- 
ground on the product which 
isn’t in the catalog sheet, com- 
pany brochure—nor is it in the 
lexicon of the salesman who 
calls on him. He uses this to 
romance the line when he gets 
back home. It has helped him to 
bridge the gap so inescapable in 
our many-middlemen pattern of 
distribution. 

Even if none of these things 
happens to you as a buyer, the 
chance is there, to be educated, 
stimulated and re-vitalized. Our 
exhibitors today know that 
buyers come to town to get more 
than merchandise. They also 
come to get ideas. 

The California Gift Show is 
in its 20th year. It has built a 
reputation on service—as every 
retail store must do. But it can 
only truly serve those who reg- 
ister with the open-minded 
eagerness of a child, enthused 
about all they will see, hear and 
experience in the market days 
ahead. 

And in the case of housewares 
buyers, the show helps them to 
understand the whole giftware 
picture so that they come back 
to their customers’ enthused 
and not confused—ready to sell 
more items to more people be- 
cause they’ve had a practical 
education from the very core of 
the market. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


. 17-24 


March 3-6 


NATIONAL HOUSEWARES SHOW, at Navy Pier, Chi- 
cago. (Dolph Zapfel, sec., National Housewares Manu- 
facturers Association, Room 1140, Merchandise Mart, 
Chicago 45, Ill.) 


INTERMOUNTAIN ASSOCIATION HARDWARE AND 
IMPLEMENT DEALERS CONVENTION, at Hotel Utah, 
Salt Lake City, Utah. (Leon L. Weeks, Secretary, 308 
Continental Bank Bldg., Boise, Idaho) 


44th CALIFORNIA GIFT SHOW, at Merchandise Mart, 
Brack Shops, Ambassador & Biltmore, Los Angeles. 
(George L. Pascoe, Trade Shows, Ltd., 672 South Lafay- 
ette Park Place, La. 57) 


MOUNTAIN STATES HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, at Cosmopolitan Hotel, 
Denver, Colo. (Francis W. Reich, 1233 Spruce St., Boulder, 
Colo.) 


PACIFIC NORTHWEST HARDWARE & IMPLEMENT 
ASSOCIATION MEET, at Davenport Hotel, Spokane, 
Wash. (Malcolm Smith, Secretary, 210 Empire State Bldg., 
Spokane 1, Wash.) 


NORTH COAST RETAIL HARDWARE ASSOCIATION 
CONVENTION AND HARDWARE INDUSTRY SHOW, 
at Senator Auditorium, Seattle, Wash. (Martin W. Danko, 
Managing Director, Rt. 12, Box 109, Fife Square, Tacoma) 


WESTERN CHINA, GLASS, GIFT, JEWELRY, TOY, 
STATIONERY AND HOUSEWARES SHOW, at Civic 
Aud., Sheraton-Palace, St. Francis and Sir Francis Drake 
Hotels, and West. Merch. Mart, San Francisco, Calif. (Kay 
Leber, WMEA, 1355 Market St., San Francisco, Calif.) 


WINTER MARKET, at Western Merchandise Mart, San 
Francisco. (A. Cameron Ball, Western Merchandise Mart, 
1355 Market Street, San Francisco 3.) 


PORTLAND GIFT SHOW, at Public Auditorium and 
Plaza Hotel, Portland, Oregon. (Kay Leber, WMEA, 1355 
Market St., San Francisco 3) 


CALIFORNIA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND SHOW, headquarters, Fairmont 
Hotel, San Francisco. (Krueger B. Jacobsen, 122 9th St., 
San Francisco 3) 


PACIFIC NORTHWEST GIFT SHOW, at Civic Aud., 
Olympic and New Wash. Hotels, Seattle, Wash. (Kay 
Leber, WMEA, 1355, Market St., San Francisco 3) 


ALLIED GIFT & JEWELRY SHOW, Hotel Adolphus, 
Dallas, Texas. (Allied Exhibitors, Inc., 3832 Wilshire Blvd., 
Los Angeles, Calif.) 


PACIFIC SOUTHWEST HARDWARE ASSOCIATION, 
convention—Long Beach Auditorium, Long Beach, Calif. 
(Otto H. Grigg, 1519 So. Garfield, L. A.) 


DENVER GIFT & JEWELRY SHOW, at Hotel Albany, 
Denver. (Allied Exhibitors, Inc., 3832 Wilshire Blvd., Los 
Angeles 5) 











WESTERN GIF 
JEWELRY, TOY 
AND HOUSE 


2 thru 6, 1957 


WESTERN 
MERCHANDISE 


MART san FRANCISCO 
aud 

CIVIC AUDITORIUM 
ST. FRANCIS 

SIR FRANCIS DRAKE 
aud 

SHERATON -PALACE 
HOTELS 
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PRE-CONVENTION & SHOW SECTION 


Markets Fit in Sales Pattern 





T has been said that merchan- 
dise properly displayed is half 
sold. It is equally true, however, 
that merchandise wisely selected 
by the retailer in relation to his 
customers’ needs moves out of 
his store more quickly, more 
often and more profitably. In 
developing this truism, the des- 
ignation “buyer” shall encom- 
pass owners, chief executives 
and store buyers. Furthermore, 
for the purpose of this article, 
we are concerned primarily with 
retail hardware and homewares 
stores. 

Now, more than ever before, 
Markets are an essential part of 
a retail store buyer’s constant 
struggle to keep fully informed 
of ever - changing consumer 
tastes, new product development 
and the latest merchandising 
techniques. In short, a store 
buyer ... whether the owner or 
his designated buyer . . . must 
be a better buyer in order to be 
a better salesman. And every 
successful merchant knows that 
a good buyer must also be a good 
salesman. 

In today’s highly competitive 
economy, a buyer has many 
problems. He is called upon to 
make his selections from a 
greater variety of new merchan- 
dise than in any previous era. He 
must be able to judge the latest 
style trends and fashion ideas as 
they apply to a public becoming 
increasingly style-conscious and 
value conscious . . . and with in- 
creasingly discriminating tastes. 

To keep a few jumps ahead of 


JANUARY 1957 


By ... A. CAMERON BALL 


General Manager, Western 
Merchandise Mart, 
San Francisco 


these home - magazine - educated 
consumers he must have Mar- 
kets, such as the Western Mer- 
chandise Mart in San Francisco 
and similar institutions, in 
which he can shop, compare and 
evaluate at first hand what are 
the latest developments in his 
particular field. 

Since the hardware and home- 
wares dealers’ field embraces in 
most instances hardware, house- 
wares, (including crockery, 
glasswares, casseroles, and cook- 
ing wares), giftwares, electrical 
and gas appliances, (both major 
and table), radios, television, re- 
silient floor coverings and out- 
door furniture, it is worth not- 
ing that in the Western Mer- 
chandise Mart over 100,000 
square feet of floor space is de- 
voted to the display of merchan- 
dise in these classifications. 

Photographs and other para- 
phernalia of travelling salesmen 

. including glib conversation 

. effective as they sometimes 





are, are no substitute for a good 
“look-see-feel” visit into an ac- 
tual sample room. For example, 
take small appliances. They may 
look beautiful to the buyer in a 
catalog, but in the Market he can 
actually see the piece in opera- 
tion and judge for himself its 
qualities and selling features. 
In so doing he avoids the disap- 
pointments so often inherent in 
buying from pictures and/or 
catalogs alone. 


In these highly competitive 
days, research has an important 
role in merchandising. Larger 
firms spend millions of dollars 
in surveys to measure the taste- 
pulse of the aforementioned edu- 
cated consumer ... to learn what 
things are wanted most by the 
greatest number of people. What 
better avenue has a store buyer 
for his own research than a 
great Market Center such as 
ours in which are displayed in 
wide variety the latest creations 
of leading manufacturers both 
in the United States and many 
foreign countries. Here are well- 
known brand names galore. And 
here are goods in varying quali- 
ties and price ranges to serve 
the needs of customers in all 
classes of trade. For here, un- 
der one roof, is the largest con- 
centration of home goods in the 
West, making it a much easier 
task to evaluate, compare and 
select than could possibly be ac- 
complished in any other manner. 
In the Markets also, in addition 
to the latest and most acceptable 
merchandise, buyers can acquire 
new sales techniques, through 
manufacturers programs and 
through the exchange of ideas 
with their fellow merchants. 


Plus features of the next Win- 
ter Market in San Francisco in- 
clude a practical demonstration 
of the proper use of lighting to 
enhance the appearance and 
saleability of merchandise in a 
“Store Lighting Clinic” staged 
in Space 490 at the Mart. Other 
valuable aids to visiting dealers 
and buyers will be a demonstra- 
tion-talk on Tuesday evening, 
February 5, entitled “How to 
Turn Your Store into a Mighty 
Salesman Through Display,” 
and on Wednesday evening, Feb- 
ruary 6, a dramatic program 
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showing how to sell more gas 
and electric appliances will be 
presented. Then too, individual 
showrooms will be chock-full of 
new merchandising and display 
ideas. 

The hardware dealer who has 


not been attending the Markets 
in his section of the country is 
not fulfilling his obligations to 
his customers nor to his own 
pocketbook. For him the time 
has come to get out of a mer- 
chandising rut... to visit the 


Markets and keep abreast of or 
ahead of his competitors. To 
such dealers and buyers a cor- 
dial welcome awaits them at the 
Western Winter Market in San 
Francisco from February 4 thru 
8, 1957. 





More Services at Housewares Show 


Improved services for buyers 
who will be attending the 26th 
National Housewares Exhibit to 
be held in Chicago, January 17- 
24, have been announced by 
Dolph Zapfel, secretary of the 
National Housewares Manufac- 
turers Association, sponsors of 
the event. 

Here, a total of 726 exhibitors 
(100 more than exhibited at 
last year’s show) will display in 
excess of 100,000 new items, ac- 
cording to Mr. Zapfel. 

“The additional displays were 
made possible by revamping 
Navy Pier exhibit space to per- 


mit additional island booths. The 
new floor plan permits free 
traffic flow to all exhibits and 
will give buyers greater selec- 
tivity of merchandise,” Mr. Zap- 
fel said. 

In December, more than 
11,000 buyers, merchandise 
managers, and members of top 
management received pre-regis- 
tration cards for the mid-Janu- 
ary show. A badge complete 
with name in large type have 
been mailed to each applicant. 

Mr. Zapfel announced that 
registration facilities will be 


46 


available both at Navy Pier and 
in the adjacent Drill Hall. 

NHMA also will provide free 
special bus service operating 
frequently between Loop and 
near-north-side hotels and the 
show site. 

Buses to the exhibit will leave 
frequently between 8:00 A.M. 
and 10:30 A.M. each day from 
the Congress, Hilton, Palmer 
House, Morrison, LaSalle, Sher- 
man and Bismarck Hotels in the 
Loop. Frequent return trips will 
be scheduled between 4:30 P.M. 
and 6:30 P.M. Similar service 
will be made available for those 
staying at hotels on Chicago’s 
near-north side. 

Another convenience for buy- 
ers will be longer show hours 


each day. Daily exhibit hours 
will be from 9:00 A.M. until 
6:00 P.M., except the last day 
when the show will close at 
2:00 P.M. The exhibit will not 
be open Sunday, Jan. 20. 

Show time was increased one 
hour daily by NHMA in re- 
sponse to buyers’ requests for 
more time to cover the industry’s 
largest housewares exhibit. 


Regional Shows Help Smaller Dealers 


By KAY LEBER 


Show Manager, 
Western Merchandise 
Exhibitors Association 


Independent hardware dealers 
in the lower dollar sales volume 
category cannot take the time or 
the money to travel more than 
a few hundred miles to a show. 
When they do attend one, it has 
to have a wide selection of mer- 
chandise to make it worthwhile. 

It was for this reason that our 
shows were developed to show 
in several cities along the Pa- 


cific Coast with a variety of 
types of merchandise. 

The first of these shows will 
be the 34th San Francisco China, 
Glass, Gift, Jewelry, Toy, Sta- 
tionery and Housewares Show to 
be held from February 3 to 6, 
at the Civic auditorium, Shera- 
ton-Palace, St. Francis and Sir 
Francis Drake Hotels and the 
Western Merchandise Mart. 

The show will then open at 
Portland on February 10 and 
run until February 13. It will 
be held at the Portland Public 
Auditorium, Plaza and Benson 
Hotels. 
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The show will open in Seattle 
on February 17 and run until 
February 20. In December over 
20 per cent more exhibitors had 
signed up for this show indicat- 
ing the growing importance of 
these local markets. 

The buyers who attend shows 
are not plagued by interruptions 
from customers, telephones and 
employees and can concentrate 
on selecting merchandise. Deal- 
ers also have a chance to see 
merchandise in actuality instead 
of having to select from photo- 
graphs or catalog pages. In most 
cases they can see the entire 
line. 


Many HardwareDealers 
Expected at S. F. Show 


An estimated 2500 delegates 
from Northern California, Ne- 
vada, Southern Oregon, are ex- 
pected for the 56th Annual 
Convention and Hardware Show 
of the California Retail Hard- 
ware Association to be held at 
the Fairmont Hotel, San Fran- 
cisco, February 10-13, 1957, ac- 
cording to Krueger B. Jacobsen, 
Secretary-manager. 

All available exhibit space at 
the Fairmont Hotel will be filled 
with the 116 exhibits of the lat- 
est merchandise. 

The First Convention Busi- 
ness session will open with a 
Western Breakfast at 9:00 A.M., 
Monday, February 11 in the 
Venetian Room of the Fairmont 
Hotel and speakers at this busi- 
ness session will be Reverend 
William R. McIntosh, Director 
of Public Relations, Loyola Uni- 
versity of Los Angeles, and 
Stary Gange, vice president of 
the Pacific Olive Co., Visalia, 
a humorous and inspirational 
speaker. 

Exhibits will be open all after- 
noon and will be followed in the 
evening by a friendship hour in 
the Venetian Room of the hotel 
to give delegates an opportunity 
of meeting old friends and mak- 
ing new ones. 

Tuesday morning, February 
12, delegates will have an oppor- 
tunity to go on a tour of the 
Tubbs Cordage Mill in San 
Francisco and view the process 
of making rope. Tuesday’s bus- 


48 


iness session will open with an 
Industry Luncheon at 12:30 
P.M. in the Venetian Room of 
the Fairmont Hotel and out- 
standing industry speakers will 
address the Convention dele- 
gates at this afternoon business 
session. 

State Senator Edward J. 
Regan of Weaverville, Califor- 
nia, will discuss California’s 
water problem. A very interest- 
ing subject will be discussed at 
this afternoon’s session in re- 
gard to the Trading Stamp prob- 
lem as it affects retail business. 

On Wednesday the business 
session will open with the Presi- 
dents’ Luncheon and the princi- 
pal speaker will be Dr. William 
Alexander from Oklahoma City, 
Oklahoma. 

The Convention will close 
Wednesday evening when ap- 
proximately 500 delegates will 
gather in the Venetian Room of 
the Fairmont Hotel to attend the 
Association’s Annual Banquet 
and Floor Show. 


New Hardware Items 
To Show at Seattle 


The North Coast Retail Hard- 
ware Association will present 
their annual Hardware Indus- 
try Show and Convention on 
February 3 through 5 at the 
Senator Auditorium, 708 Union 
Street, Seattle. 

According to Martin Danko, 
managing director of the asso- 
ciation, there will be no registra- 
tion fee and all dealers are wel- 
come. He points out that a 
dealer visiting this show will 
have the opportunity “to visit 
with your supplier and obtain 
selling ideas and product knowl- 
edge.” 

The convention will have an 


imposing array of industry 
speakers and the feature event 
will again be the panel discus- 
sions. There will be the usual 
industry luncheons and enter- 
tainment. 


Intermountain Group 
To Feature Panels 


Panel discussions for both 
Hardware and Implement deal- 
ers will be a feature of the In- 
termountain Association Hard- 
ware and Implement Dealers 
Convention to be held at Hotel 
Utah, Salt Lake City, January 
20-22. 

A partial list of speakers 
scheduled forthe three-day event 
includes: W. A. Matheson, Sr., 
president of the Farm Equip- 
ment Wholesalers Association; 
Howard Price, vice president, 
The Salt Lake Hardware Com- 
pany; H. S. Margetts, vice pres- 
ident, W. P. Fuller & Company; 
William Mashaw, director, trade 
relations, National Retail Hard- 
ware Association; and R. W. 
Dibble, manager, Farm Eauip- 
ment Sales, International Har- 
vester Company. 


Show & Speakers 
Co-Star at Long Beach 


The Pacific Southwest Hard- 
ware Association’s Convention 
and Show will open at the mu- 
nicipal Auditorium, Long Beach, 
Calif., February 19, with a free 
breakfast for those in attend- 
ance. 

Outstanding speakers sched- 
uled for the three-day event in- 
clude Pete Ludtke, president of 
the National Retail Hardware 
Association, who will speak at 
the Tuesday morning breakfast. 

Other speakers are John To- 
majan, president of the Wash- 
burn Company; and Wm. Sah- 
loff, General Electric Company, 
Electrical Appliance Division, 
who will both speak at the Wed- 
nesday Industry Luncheon. 

Wednesday evening has been 
designated as “Employees 
Night” and there will be a “Con- 
tinental Buffet and Store Party 
Night” for the benefit of the em- 
ployees who come in to the show 
for the evening. 
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FEBRUARY 10-13 
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Plaza & Benson Hotels 





FEBRUARY 3-6 


Civic Auditorium, Sheraton-Palace, 
St. Francis and Sir Francis Drake 
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PORTLAND 
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1355 Market St., San Francisco 3, Calif. 
Kay Leber, Show Manager 
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EL the “DO-IT-YOURSELF” 
MARKET. . . Boost 


Your Tool Sales . . . with 


STEEL BAR 
ASSORTMENT 


ROUNDS 
7 SIZES © 
V4" to 4" Diam 
36" Long 


FLATS 
3 SIZES 

¥%," to IY" Wide 
by Y/" 
36" Long 


ANGLES = 


36", 48", 60" Lengths 
All Ve" x 14" x 1Y%4" 


Display Stand 
FREE 


with STANDARD 
ASSORTMENT 


For a small outlay, you 
get a complete assortment 
of steel bars—to meet the 
needs of practically any 
customer. Sell them in standard lengths, No cutting to 
size . . . no wasted ends to eat into profits. Attractive, 
wooden display stand helps sell REDI-RODS. Has hundreds 
of uses on farms and around homes, factories, auto repair 
shops, maintenance shops, etc. Here’s an item with quick 
turnover, minimum inventory, and plenty of customer appeal. 
Redi-Rods are available with either a galvanized or a reg- 
ular rust-resistant finish. Nationally advertised in leading 
do-it-yourself, farm, and handyman magazines. 


MADE BY THE 
MAKERS OF REDI-BOLT 
THREADED STEEL RODS 


Ask your jobber or write for more information. 


REDI-BOLT, INC. 
DEPT. HW, 5334 INDIANAPOLIS BLVD. 
EAST CHICAGO, INDIANA 


Sa eee ee == 
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WORLD LEADERS IN RODS & REELS ; 





FEBRUARY MERCHANDISING 





FIRST WEEK 


SECOND WEEK 


THIRD WEEK 


FOURTH WEEK 





WINDOW A 


Feb. 2-8 


Valentine Gift Time 


Feb. 9-15 


Valentine Gift Time 





WINDOW B 





IN-STORE 
PROMO- 
TIONS AND 
SOURCES 
FOR ADVER- 
TISING 





SPECIAL 
DATES 


The Laundry Of Ease 
(Cont.) 


Utility Helpers 





Valentine Gift Time 
(Feature gift items for 
men and women) 


Alternate Promotion For 
Window A: Farmers’ 
Project Time (Feature 
paint, fencing, roofing, 
all types of tool, elec- 
tric supplies, barn hard- 
ware, ladders, fasteners, 
rope and chain) 


The Laundry Of Ease 


Utility Helpers (Feature 
brushes, brooms, mops, 
containers and general 
galvanized ware) 


Valentine Gift Time 
(Cont.) 


Alternate Promotion For 
Window A: Farmers’ 
Project Time (Cont.) 


Portable Cooking (fea- 
ture electric nouse- 
wares) 


Feb. 6-12 — Boy 


wee 


Feb. 16-22 


Feb. 23-March 1 





Specialist’s Tools 


Utility Helpers 





Specialist’s Tools (Fea- 
ture automotive me- 
chanics, plumbers and 
electricians tools, etc ) 


Utility Helpers (Cont.) 


Alternate Promotion For 
Window A: Farmers’ 
Project Time (Cont 


Re-Do The Surface (Fea 
ture paint and varr 
for furniture) 


Portable Cooking 


Specialist’s Tools 








Fixture Replacement 
Time 

Fixture Replacment Time 
(Feature fixtures for 
bathroom and closets 
and electrical fixtures) 


Specialist’s Tools (Cont 


Re-Do The Surface 
(Feature paint and 


varnish for furniture 


Portable Cooking (Cont) 








Feb. 10-18—Nat'! Elec- 
tric Week 

Feb. 12—Abraham Lin- 
coln’s Birthday 

Feb. 14—Arizona Ad 
mission Day 

Feb. 15—Ash Wednes- 
day (Lent Starts) 
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DISPLAY TIPS 


Novel Shapes 


Created by Bill Haber 
(Builders Emporium, 
Van Nuys, California) 








1. UNIQUE SHAPES attract cus- 
tomers’ attention, particularly if they 
are hung at or above eye level. This 
semi-circle sign offers a lot of room 
for message without blocking out 
store area. Copy reads down and car- 
ries humor with: “Going Buggy? ... 
Spray Today ... They'll Go Away.” 
Curved board can be used again. 
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2. MOVING SIGN is simply made by 
Bill Haber. In spare time he cuts out 
curved arrows and covers them with 
foil. In back of arrow he attaches thin 
wire to suspend sign. Between sign 
(within arrow) and loop of hanging 
wire he uses a simple fishing swivel, 
which allows sign to turn from breeze 
or fan. 


3. MARRIAGE of idea and materials 
is exemplified by this display of title 
samples which are attached to candy- 
striped pole. This makes a very color- 
ful design, particularly when curved 
arrow sign is attached to it. Sign does 
double duty ... carries copy on both 
sides. It can be used many times. 








HARDWARE WEEK SPECIALS! 


CLEAN UP DISPLAY PACKED EMPIRE HOUSEHOLD 


WITH THIS ONE 


A $2.98 VALUE PUSH BROOM #5640 


FOR JUST 
“ * Special black Emprene bristles—the right texture for 


general household sweeping * Covers more ground 
from attic to basement—all-round brush for indoor use... 
kitchen, porches, cellars,etc. * Handy 14” home size 
* Carries the Good Housekeeping Seal of Approval 


e Packed in colorful display carton. 


A $2.98 VALUE...NOW A BIGGER SELLER AT ONLY $ #919 


DISPLAY PACKED EMPIRE OUTDOOR 
PUSH BROOM : 5639 


® Heavy duty, for heavy dirt—wet or dry * Red-brown 
Emprene bristles last and last! * Does a thorough 
job on rough surfaces—basements, garages, patios and sidewalks 
* Popular 14” size * Carries the Good Housekeeping Seal 


of Approval * Packed in attractive display carton. 


DISPLAY PACKED EMPIRE SPINNING—|—SUDSING 
FOUNTAIN BRUSH +5647 


$ 4 98 
All the best features of a brush costing more than $7.00 but now only 


¢ Automatic suds chamber * Superior 2500 RPM spinning action 
¢ 1-piece, 3 ft. handle with special vinyl hand grip 
* Shut-off gasket valve * This top-performing fountain 
brush comes to you in a colorful 


simple-to-set-up display carton for easy selling! 
i <n eae 
* Guaranteed by ~ 
Good Housekeeping 
<P > 


All your brushes from one dependable source 


EMPIRE BRUSHES, INC. Port Chester, New York 
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FEBRUARY PROMOTIONS 





Valentine 
Gift Time 


Schedule: Feb. 2-14 


THE WINDOW—At center, back, suspend an 
outline of a heart made from heavy wire shaped 
like a heart and painted red. Drape thru this 
white cloth as shown in illustration to make at- 
tractive background. Use cut-out letters for the 
words “Valentine Gift Time” or make the letters 
out of red pipe stems shaped into letters. 


MERCHANDISE TO PROMOTE—Feature all 
types of giftware items and attractive type of 
housewares items as gifts for women. In the tool 
section you could display a selection of tools and 
power tools as preferred valentine gifts for men. 


ADVERTISING—For newspaper and/or radio 
use the lead “Bless Your Sweetheart with a Real 
Valentine.” Then show illustrations of a selection 
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of ideas for men and women and children in your 
newspaper ad. On radio suggest several of these 
items. 


TIE-IN—National Electrical Week has been 
scheduled from Feb. 10-16 and promotes electric 
appliances and electric housewares as Valentine 
gifts. Dealers can obtain complete prices on va- 
rious kits by writing to National Electrical Week 
Committee, c/o Fleischman - Hillard, Inc., 407 
North Eighth Street, St. Louis 1, Mo., or by 
circling No. 309 on the inquiry card placed be- 
tween pages 66 and 67. Below are shown a sam- 
ple banner and individual hearts that can be 
placed on or near merchandise. These along with 
mats, news releases, and advertising suggestions 
are included in the kits. 








ea § i. SO re , . me 
4 4 a 4 
Sait au Oive ° ry 


Chacthic if - an.. 3 ye an. 
— 


~\ es eS 














2 |p ee @ “ev 








JANUARY 1957 


53 





VINYL WEATHER STRIPPING 


YOU CAN PUT YOUR | SEINE TWINES 


SEINE CORDS 
TROT LINES 


CONFIDENCE IN THE VENETIAN BLIND CORD 


SASH CORDS 

CLOTHES LINES 

MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


18 PLY 
@ OZ. -440 FEET FF ¥ T 


This all cotton product is widely 
used as chalk line, mason line, pull 
cord, heavy package tying and 


ART. 533 general utility. 


AVAILABLE IN A VARIETY OF PUT-UPS AND PLYS 
1 lb. skeins — 6 thru 72 ply 


PUT-UP IN 5 LB. PKGS. 
ORDERS OF $50.00 OR MORE, FREIGHT 2 oz. balls — 6 thru 24 ply 
PREPAID. Orders of less than $20.00 f.0.b. Mill, PUT-UP IN 5 LB. PKGS. 


Lawndale, N. C., Van Nuys, Calif., Marietta, Min- 4 oz. balls — 6 thru 48 ply 
nesota, Dallas, Texas, or Waynetown, Ind. Orders PUT-UP IN 5 LB. PKGS. 


of $20.00 to $50.00, freight allowed to $1.00 per 8 oz. balls — 6 thru 72 ply 
cwt. Freight prepaid does not include extra charges PUT-UP IN 5 LB. PKGS. 


incurred outside carrier’s regular zone of delivery. 1 Ib. balls — 18 thru 72 ply 
SOLD IN BULK 


* LAWNDALE, N H CAROLINA 
Cleveland Mills Company 7861 steer pci 7 3104 Gaston Ave, 














Van Nuys, California Minnesota Dallas 26, Texos 


ESTABLISHED IN 1873 Waynetown, Indiana 


For Details Circle 26 on INQUIRY CARD 
54 HARDWARE WORLD 





FEBRUARY PROMOTIONS 





Utility 
Helpers 


Schedule: Feb. 9-22 


OBJECTIVE—This promotion is designed to 
help stimulate replacements of all types of utility 
for cleaning and maintaining the home as well 
as to show new items for making such jobs easy. 


WINDOW—Sign in window reads: “Give Your- 
self a Helping Hand...Get These Utility 
Helpers.”” Use a garden glove, stiffened by wire, 
near the word “hand” and extended out over a 
mop handle. Use a wire suspended from both 
ends to form a half circle. On it place all types 
of small items. 


MERCHANDISE TO PRESENT—Feature all 
types of cleaning brushes, brooms, mops, various 
containers (step-on garbage cans, galvanized 
ware, plastic baskets), faucet type dishwashers, 
ladders, waxes, polishes and other chemicals. 


DIRECT MAIL—Send out a letter or printed 
piece with a simple outline drawing of a hand 
with the words “To give yourself a helping hand, 
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be sure you have the latest utility supplies.” List 
many of the items you are featuring in the pro- 
motion. 


RADIO—“Give yourself a helping hand. Make 
your daily and special chores easier by using 
proper equipment and supplies. The 
Hardware Store has many things that will amaze 
you. Many jobs can be a lot easier if you visit 
the store right away and see for yourself the vast 
amount of utility supplies that are in stock to 
help you change a task to a simple project.” 


NEWSPAPER AD—Your local newspaper will 
surely have a cut of a hand. Use this at the end 
of the following copy: “Give yourself a Helping 
Hand (Cut ot hand here) ... get the latest sup- 
plies to help make your daily and special chores 
easier.” Follow this with illustrations of quite 
a few of the items you are featuring with full 
explanation of their use and desirability. Be sure 
and list sales price. 
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More than 
just a Handle... 


a Working Part 
of the Tool! 


HICKORY HANDLES 


Reddy-fit = ay % 
pag ee From LINK 


fit the tooll 


SLIM, yet strong and 
shock-absorbing! 


Wedges and instruction kit 
at no extra cost! 


Not just the hickory feel— 
this is REAL hickory! 


This new pattern Nail Hammer Handle by Link, 
comes equipped with wedges and instruction kit 
fastened to the handle. This new design also 
incorporates a decided flare that eliminates slip- 
ping. Link Handles are fully guaranteed against 
warpage, woodborers, or any natural fault that 
would affect its service or saleability—features 
that mean Better sales for you! 


LINK Handles are made from Second Growth 
Hand-split Hickory mans -------4 
i O. P. LINK HANDLE COMPANY—SALEM, INDIANA 


1 | would like to see a new pattern Nail Hammer Handle. Send, without 
charge, a representative handle in any of the following retail price 8 
i categories: 
Can't Break 'Em 
e & Tufstuf 7o 


HANDLE COMPANY, Inc. Excelsall se50€ (retail) occecosee 
SALEM, INDIANA, U.S.A. yNane 


Or Ctee 0 iscsi. 
Street 
America’s Finest Handles City Stete 
Name of Jobber 


Rissa |i ai a Sl. ls ads a eb ws. lw ws es 
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FEBRUARY PROMOTIONS 





Specialist s 


Tools 


Schedule: Feb. 16-March 1 


OBJECTIVE—This promotion is designed to 
draw attention to the various types of tools gen- 
erally used to do special jobs. There are always 
some professionals in your area who will need 
such tools from time to time. There is also a 
need for using these tools by the homeowner when 
he is performing a special job. 


THE WINDOW —Hang a sign at the back cen- 
ter of window with the copy “Specialist’s Tools 
Exhibit.” Arrange the tools in their respective 
areas and put a sign explaining each type. With 
the electrical group put a small sign saying “Elec- 
trical Tools” and use the electrical symbol. For 
the sign denoting “‘plumbers’ tools” use a faucet. 
On the sign stating “automotive tools” place a 
spark plug. Carry out the same idea with any 
other specialty groups of tools. 


To kick off this promo- 
tion you could have several experts who know 
how to use their respective tools at an open house. 
Invite all of your male customers to hear these 
specialists explain and demonstrate how to use 
these particular tools. These men could also open 
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up a question and answer period after each dem- 
onstration. This could be a sort of Do-It-Your- 
self clinic revolving around the use of specialty 
tools. 


DIRECT MAIL—If you have a mailing list of 
male customers it would be a good idea to send 
a letter with several manufacturers’ folders se- 
lected from your list of featured tools. The letter 
should explain that if they use any specialty tools 
in their regular work that you can supply fine 
quality tools. Also suggest that if they have any 
special work to do around the house that they 
should come to your store first to find the right 
tool. Explain that your sales people will be able 
to tell them how to use these special tools properly. 


NEWSPAPER ADVERTISING — Use some- 
thing like the following copy: “SPECIALTY 
TOOLS ... Whether you need them for your 
work or around the house you will find the best 
quality tools for the job at our store. If you need 
special instructions on how to use any of these 
tools, we will be glad to help you.” 
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with powerful 
dealer aids 


We supply you the finest products, we promote them in big 
national ads—and then we come right into your store with 
aids to help you build more sales. Years of big space adver- 
tising—the biggest in the industry—have built an acceptance 
for Supplex. 


New “Garden Department” Display 


—Big, colorful unit that makes up into complete garden 
department for you. Canopy, posts, banners, signs for win- 
dow or in-store use. Your own store name—individually 
lettered on the display. It’s personalized—it’s yours alone. A 
dynamic focal point to boost sales of all your garden goods. 


Ad-Dollar in every carton 


pays 100% of your Supplex ads, up to the dollars you accu- 
mulate. Build store traffic and sales at Supplex expense with 
Ad-Dollars. Dealers all over the country found “Ad-Dollars” 
paid off in °56. They'll pay off for you in ’°57. Use them. 
SuPPLEX CoMPANY, Garwood, N. J., Division of American 
Hard Rubber Company. 


DEP MAHAN AAPA HHP MOO MOA WHIP PHPHs— pi 


we Salas TAS 


BEAUTIFUL GARDENS i734 ERE 
PPP eS 


Seeds 
Fertilizers 


».. SAVERS 


This multi-color display 5’ x 7’ x 2’, a $25.00 value, 
is yours for only 8 Ad-Dollars or for $8.00, or a 
combination of both. Order direct from us. 


SUPPLEX FLEXOLE { q g 
SominmLens OUTSELL f MP EN HORE WITH 
ALL OTHERS 4 TO? . VE) MEATTACHABLE COUPLINGS 


‘ 

THIS COUPON 15 WORTH $1 IN CASH TOWARD ADVERTISING OF , 

» SUPPLEX PRODUCTS FOR WHICH AD MATS ARE AVAILAGLE © A 
Pe 


*These Supplex Ad-Dollars are packed in all Supplex 
cartons (except Spare Couplings and non-rein- 
forced hose). 


Tire-Cord Reinforced 
Garden Hose 
Won't burst even if left 
in hot sun under full 
water pressure. Full 
range sizes and lengths. 


Tire-Cord Reinforced 
Garden Hose 
Packed on Storage Reel 
for easier handling— 
quicker sale. 4-Ply hose 
—tough and burst-proof. 


Non-Reinforced Flexible Sprinkler 
Garden Hose Best Seller of All 
Finest quality traffic Test after test proves 
builders in V2” |. D. and that dollar for dollar it 
7/16” |.D. at real low out-performs all others. 
prices with full profit 
margins. 


For Details Circle 38 on Inquiry Card 


Spray-Soaker 
for Deep Watering 
Designed for foundation 
plantings, garden rows, 
etc. Virgin vinyl tube 
sprays upward to cover 
entire root system. 
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159—SIX TRICYCLES can be dis- 
played in small floor area on this 
“Trik-Display Rack.” Each tricycle 
is held at easy viewing level and 
display can be moved around to 
suit seasonal requirements, even 
outdoors. Unit will not tip when 
positioned correctly. — Louisville 
Metal Products Company. 


162—GROWING GRASS in display 
unit is a real eye-stopper and builds 
up impulse sales. Earth Carpet 
Gro-Kit, supplied with minimum 
order of Earth Carpet Lawn seed, 
contains sponge and packet of seed. 
After sprinkling seed on damp 
sponge, grass grows in 10 days. — 
L. Teweles Seed Co. 





‘ 

165—LESS SPACE is taken up 
with re-designed #1907 Shear 
Cabinet. The blonde wood case 
now measures only 1642” x 131” 
x 9” and front is glass covered to 
protect merchandise from dirt and 
pilferage. Cabinet free with as- 
sortment. — Acme Shear Company. 
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Merchandising Aids 


160—“FAMILY” relationship has 
been given in packaging G-E’s ex- 
tensive line of household electrical 
products. Each has been packaged 
to achieve better product display, 
and illustrate applications and in- 
structions. Cards, wrappers, and 
cartons are in blue and yellow. — 
General Electric Co. 
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| 
163—DISPLAY BOARD at Hard- 
ware Show contained complete line 
of garden shears that now bear 
trade name, “Snap-Cut.” Previously 
it applied only to firm’s hand prun- 
ing shears. Now used for loppers, 
grass shears, hedge shears, tree 
pruners and hand pruners, name 
will be heavily advertised. — Sey- 
mour Smith & Son. 


166—COLORFUL GARDEN CART 
re-appears for the ’57 season with 
some improvements. This “cash 
cart” draws attention to garden de- 
partment and is a complete pack- 
age deal. Price is only $66.67. — 
W. D. Allen Manufacturing Co. 





161—SELF-SERVICE BAR con- 
tains an assortment of paint sun- 
dries—wood dough, putty, solvent, 
tile cement, porcelain glaze, china 
and glass cement, liquid solder, 
liquid cement, glue and contact 
cement. The $35.00 display unit 
comes free with complete assort- 
ment. — Webb Products Company. 


164—DOUBLE-SIDED RACK has 
been introduced in response to re- 
quests from hardware, building 
supply and lumber dealers. It has 
five shelves on each side and holds 
ten rolls in widths from 26 to 36 in. 
Reserve storage is provided for 
additional rolls. Floor space—25” x 
3914”.—New York Wire Cloth Co. 


167—“IMPULSE-RAK,” designed 
for high traffic location, can stand 
on counter and has a hook for 
hanging. It holds one dozen Model 
101 Jet-Aerators, each encased in 
transparent plastic on 4”x6” card. 
—Melard Manufacturing Company. 
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Progressive dealers 
everywhere report that — 


NEW 
PACKAGING 


Both TM Proof Coil and 
BBB grades of Chain are 
packed in handy, metal 
TAY-PAILS for mass dis- 
play ... easy handling... 
volume sales! TAY-PAIL 
serves as a Sales-stimulating 
premium, may be re-used 
for many jobs around the 
home or on the farm. 


Taytor Mape 


A GREAT NAME IN 


e 
SINCE 1873 


NEW CHAIN 
DISPLAY STAND 


The dramatic new Chain Display 
Stand with the long-leverage 
Chain Cutter isa big sales booster. 
Holds seven reels of welded, 
weldless, and sash chain. Serves 
as a chain department in itself. 
Best of all, it occupies less than 
two square feet of floor space. Ask 
your nearest jobber for Bulletin 
No. 100A today! 


Contact:your nearest 


jobber! 


Ss. G. TAYLOR CHAIN CO., INC. 
Hammond, Ind. — Pittsburgh, Pa. 


For Details Circle 39 on INQUIRY CARD 








MERCHANDISING AIDS 


168—NEW POP-UP BOX is used for 
the re-designed “Alert” tank ball and 
guide. The new “Alert” is a more 
practical and compact unit made of 
high impact polystyrene. It is pack- 
aged in a new red, white and blue 
single unit carton which takes up less 
shelf space than previous carton. — 
Ardmore Products Co. 
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169—SKINPAK makes the Handy- 
Hooks look like they are glued to 
card, yet each hook is firmly attached 
to 6” x 6” card by means of tough 
film of transparent plastic which is 
vacuum molded around each part. 
“Selectree” display cards. — Handy 
Hook Div. of Vadco Products. 
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170—PLASTIC BAG holds _ three 
plastic tubes, which contain most 
wanted sizes of tacks, nails and brads. 
Each tube has colorful “header” with 
hole for suspension on Peg Board 
hooks. When empty, tubes have many 
uses. — Snell-Jones Tack, Inc. 
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SWEDISH 
WOOD CHISELS 





make 
SOUTH BEND CROQUET 
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Everyone gets a little more in profits and benefits with 
Gensco Swedish Wood Chisels. (We | 
You will like the completeness of the line (14” to 2”). | 7 i WhAVeped wudnt oo ul 
Free Merchandising Display that sells its ‘“‘head off”. . . i a vi | SaMAs- J 
can mean greater profits. You'll appreciate the protective ba : on .| a9 
strip-off plastic coating that prevents nicks and rust, the a bs. a i 
handy roll packages that will help increase your sales 7 4 AUTOMATIC 
volume. ; = ARCHES 
Customers like the superior quality, razor sharp edges, I (Pet. Pond) 
unbreakable handles with blade size stamped at the end. 
And a price that is well within reach of every pocket. 4 
Realize extra tool sales and profits today Fie sell and Choose from fourteen attractive, self-displaying models. 
stock the tool line thiat offers more salability, Gensco. Retail prices run from $5.00 to $32.50. Model 7856 /57 illustrated. 


Contact your jobber or sales representative! 
a SALES REPRESENTATIVES 
nate East—Julius Levenson, 7 East 17th St., 
New York, New York 





Midwest—South Bend Toy Mfg. Co., 
South Bend, Indiana 
Esteel Wood ‘“ Bushman Bow Saws Lindstrom Pliers and Cutters South—Louis Williams & Co., 3rd National 
Bank Bidg., Nashville, Tennessee 
Complete line of Builders’ Hardware, machine screws, Denver & Pacific N. W.—Leo Scherrer, 
stove bolts and wood screws. 2840 W. 93rd Street, Seattle 7, Washington 


Calif. & S. W.—Anderson Sales Company, 
2330 W. 3rd St., Los Angeles 57, California 


Canada—Standard Cycle Products, Toronto 


Export—R. J. Kaufman, Inc., 1170 Broadway, 
N.Y. Cable Address—RUKAUF, New York 


SEE YOUR JOBBER WRITE FOR LITERATURE 


A Div ' f 
GENERAL STEEL WAREHOUSE CO., INC., 1808 N. Kostner Ave., Chicago 39, Ill 


For Details Circle 44 on INQUIRY CARD For Details Circle 43 on INQUIRY CARD 
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E’VE GOT NEWS FOR YOU! 


¥ ees & 
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MORE NEWS! For the second year 


in a row, Counselor is the only 

manufacturer to produce over a U 

million bath scales ! 

THE BREARLEY COMPANY e ROCKFORD, ILLINOIS e WORLD'S LARGEST PRODUCER OF BATH SCALES 
For Details Circle 28 on INQUIRY CARD 


62 HARDWARE WORLD 








Something You Can Do in 1957 


HE average hardware sports 
department faces terrific com- 
petition in most communities 
from specialty shops, depart- 
ment stores, mail order firms, 
discount houses, and quite often 
drug store outlets. To meet this 
competition, and you can’t do it 
price-wise, it is necessary to take 
a long, hard look at the picture 
to see what you can offer that 
these firms can’t, and won’t of- 
fer. And, what better time to 
formulate plans to strengthen 
the sports department, than dur- 
ing this slack period following 
Christmas when things are us- 
ually slow in the department. 
As we have already said, you 
can’t beat your outside competi- 
tion on prices, and with few ex- 
ceptions you won’t be able to 
beat them with depth and 
breadth of stock, for they have 
access to the same sources of 
supply that you have, as well as 
the capital to maintain depth. 
The one thing that will enable 
a hardware sports department 
to meet, and eventually beat, all 
competition is personal, author- 
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itative service, backed with wise, 
but not necessarily expensive 
promotion. 

Sportsmen as a class are not 
cheapskates and when they go 
to a store to buy gear for them- 
selves they are looking not so 
much for a “good buy” as they 
are for the right rod and reel 
for a specific type of fishing, or 
a shotgun or rifle that helps 
them enjoy more fully their fa- 
vorite form of recreation. 


You "Gotta" Tell Your Story 


To gain a reputation as the 
sports outlet with the “know- 
how” it is necessary to have 
clerks with an expert knowledge 
of sports gear as well as an inti- 
mate knowledge of local sport 
activities and field and stream 
conditions. 

This expertness on the part of 
department personnel would, 
eventually become known to 
some of the sportsmen in your 
trading area by word of mouth 
alone, but this would be the 
slow, hard way of increasing 
business. 


There are many excellent 
ways of attracting attention to 
your sport department, but ac- 
tive participation in local events 
is perhaps the best and fastest 
way of making the store’s name 
synonymous with local sports 
activities. 

The expense of participating 
in local fairs and shows wiil be 
negligible in comparison to the 
extra business that each can 
bring the department through- 
out the year. 

Most communities have a 
county fair, do-it-yourself shows, 
agricultural show and fairs of 
some kind, on an annual basis. 


Sell Department—Not Just 
Merchandise 


Participation in such a show 
probably should be limited to 
just a booth with representative 
samples of merchandise on dis- 
play and one or two of depart- 
ment’s best qualified personnel 
on duty to talk sports. Despite 
the temptation to make this a 
selling effort, the booth should 
serve more as an information 
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booth, and a place where sports- 
men can stop and shoot the 
“breeze” for a while, and pick 
up literature that manufactur- 
ers will be glad to supply for a 
venture such as this. 

Personnel who man this booth 
should be qualified to answer 
questions regarding merchan- 
dise on display, and should be 
equally qualified to discuss local 
conditions on a wide variety of 
sports subjects. It would be wise 
to have some type of printed 
matter, that could be given to 
each person who stops at the 
booth, telling about your sports 
department, and inviting them 
to stop in the next time they are 
in need of some sports gear. This 
invitation should also be ex- 
tended orally to each and every 
person at sometime during their 
visit to your booth. 


Learn at Trade Shows 


In addition to participation in 
local shows and fairs, every ef- 
fort should be made to have one 
or more of the department’s per- 
sonnel attend the local and re- 
gional trade shows that are held 
each year by manufacturers and 
distributors. Although some 
buying is done at these shows, 
the primary benefit to be derived 
by attending these events is the 
opportunity to inspect a wide 
variety of new merchandise and 
the opportunity for direct con- 
tact with the manufacturers and 
distributors. Here, department’s 
personnel can ask questions re- 
garding products, merchandis- 
ing, promotions, etc., and dis- 
cuss any problems they have 
encountered with specific mer- 
chandise. 

Sponsorship of a local ama- 
teur baseball, basketball or bowl- 
ing team, is another excellent 
way of keeping the store’s name 
before the public and attracting 
a great amount of free publicity. 

Many firms who sponsor such 
groups have found that the in- 
vestment is quite small in com- 
parison to the amount of busi- 
ness it has drawn to their store. 
Such sponsorship usually can be 
done at the cost of uniforms 
alone. For this nominal cost the 
store performs a community ser- 
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vice, benefits by having each 
man or boy wearing the uniform 
as a walking advertisement for 
the store, and gets consider- 
able free newspaper publicity 
throughout the year from local 
sports coverage. 


Old Standbys Still Have Pulling Power 


Contests, while having little 
to offer in originality, are the 
old, proven standbys for attract- 
ing hunters and fishermen into 
your sports department. A con- 
test requires but little time to 
work out the details of rules, 
prizes, etc., and offers the ad- 
vantage of being just as simple 
and inexpensive, or as elaborate 
and expensive as time and the 
budget permits. 

The number of prizes can be 
kept to a minimum with a 
grand prize for the largest buck 
or the largest trout or catfish, 
or whatever it may be. The 
grand prize can be some item of 
sports gear with a retail value 
of anywhere from two or three 
dollars on up to an expensive 
shotgun or spinning outfit. Some 
dealers keep the value of the in- 
dividual prizes relatively low 
(see Sports Shorts for example 
of what one dealer gave as first 
prize), with the emphasis on 
giving second, third and even 
fourth prizes. 

Prizes should be something 
that almost any hunter or fisher- 
man could use, but, to most con- 
testants in events such as this, 
the honor of winning, especially 
if the local newspapers will 
carry a news item to the effect 
that Mr. So and So walked off 
with first prize for catching the 
biggest fish, is more important 
than the prize. 

Regardless of what methods 
are used, the important thing is 
to put the name of the store’s 
sporting goods department be- 
fore the public as often as you 
can. Participation in local shows, 
attendance at manufacturers’ 
and distributors’ shows, and 
contests under stores sponsor- 
ship, as well as sponsorship of 
local sports activities offer the 
best possibilities, when used in- 
dividually or to support each 
other. 


SPORTS SHORTS 


Daisy 
Names 
Hough 
New 
President 


Edward C. Hough has been named 
president of the Daisy Manufacturing 
Company, manufacturers of spring- 
type air rifles, succeeding the late 
Charles H. Bennett. Mr. Hough, who 
has been associated with the company 
since 1894, was named treasurer be- 
fore the turn of the century, and 
since 1912 has served in the dual 
capacity of vice president and treas- 
urer. 


BIG SALMON CONTEST—Schemp- 
er’s Hardware, Ripon, Calif., held a 
salmon derby during October offering 
a tackle box with cantilever drawer 
as the first prize. To be eligible for 
prizes the fish had to be weighed on 
the store’s scales. 

NEW SERVICE CENTER — Monta- 
que-Ocean City Rod & Reel Co., has 
named Ollie Damon’s Sporting Goods, 
4530 Southeast Hawthorne Blvd., 
Portland, as a service center for firm’s 
products. 


NEW WAREHOUSING FACILITIES 
—A new $250,000 building, providing 
offices and warehousing space, will be 
occupied by Harris and Stroh, San 
Francisco sporting equipment dis- 
tributors, around the first of Febru- 
ary. The 24,000-square-foot plant will 
be located in Millsdale Industrial 
Park, about 20 miles south of San 
Francisco. 


TWO NEW FOLDERS are available 
from The American Pad & Textile 
Company covering their 1957 lines of 
Tapatco Outdoor Products and firm’s 
line of marine safety products. Shown 
in the Outdoor Products full color 
folder are 15 sleeping bag models in 
addition to air mattresses, tents and 
toboggan cushions. The folder on 
marine safety products contains com- 
plete description of firm’s life saving 
vests for children and adults, buoyant 
boat cushions, motor covers, ring 
buoys and boat fenders. 
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OBJECTIVE—This promotion is designed to 
tie-in with that “in-between” season in most lo- 


calities when sportsmen are removing last year’s | 
scars of field and stream, while waiting for the | 


coming seasons. Promotion can be inclusive 
enough to take in all types of outdoor gear, in- 
cluding sports clothing, as well as replacement 
parts for fishing gear, hunting equipment, and 
rope, oar locks, anchors, etc., for boats. Tools 
shown in window should be of the type that sports- 
men would need to work on a small object such 


as a reel, as well as heavier tools and equipment | 


suitable for overhauling a boat. 


IN-STORE DISPLAY—AIll types of protective | 


cases and gear boxes should be displayed along 


with “Gear Repair” items. The fellow who has | 


to refinish a gun stock this year because he tried 
to haul it around without a gun case is a likely 


prospect for this item when he comes in to buy | 


sand paper, steel wool, varnish, etc. 


ADVERTISING — Window is designed to at- 
tract the “do-it-yourself” sportsmen, but if store 
has a repair department, or repair pick-up for an 
outside service, then push this repair service with 
sign in window and in all newspaper and direct 
mail advertising, along with the “Do-it-yourself” 
promotion. 
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NO MORE RUST SPOTS 


from customer handling of saws 


egg 


ALL DISSTON SAWS you order, such as this D-23, 
are “DISSTONIZED” for your protection. 


Disston’s special baked-on finish 
keeps saws factory-fresh and shiny 


No more rust spots or smudges! No more finger marks! 
No more oiling! Now you always have a new-looking 
piece of merchandise to display and sell .. . no matter how 
much your customers handle Disston Saws. 


How come? It’s all because of the tough, flexible, trans- 
parent finish Disston engineers bake onto the steel. This 
finish is not an oil, wax or lacquer. It won’t rub off, peel, 
crack or discolor the blade. 

Stock and sell the hand saws that are protected from 
rust while on display—Disston Hand Saws! Place your 
order through your Disston wholesaler today. 


WANT MORE INFORMATION? 


Write Henry Disston Division, 
H. K. Porter Company, Inc., 
Philadelphia 35, Pa. 


Henry DISSTON DIVISION 
K. PORTER COMPANY, INC. 


For Details Circle 41 on INQUIRY CARD 
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justable handle for exact position that 
suits user best, and adjustable brack- 
ets for any size or shape of bag. Cart 
can be folded by merely raising or 
lowering handle. Has ball-bearing 10- 
in. disc wheels.—Eldon Mfg. & Eng. 


Co. 





281—ASSORTMENTS of Baker’s Tab 
Wobblers now come packed in colorful 
plastic gift boxes that show lures to 
best advantage. Boxes make perfect 
containers for anything from cigar- 
ettes to tackle. Two sizes, 4 or 5 lures 
to the box.—Baker’s Tab Wobblers. 





282— PORTABLE Mossberg Covey 
hand trap throws 1, 2 or 3 standard 
clay targets at any angle, any direc- 
tion, at various speeds and will carry 
up to a distance of 60 yards. Made of 
aluminum, trap weighs 1!4 lbs. Han- 
dle folds inside for easy carrying.— 
O. F. Mossberg & Sons, Ine. 
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SPORTS NEW PRODUCTS 








2838 — COLEMAN’S LP-gas_ picnic 
stove is only 12 in. long, 7 in. wide, 
and 3% in. high, and weighs only 4.4 
Ibs including two full cans of fuel. 
Stove lights instantly and will not 
flare. At full flame it produces 4,000 
Btu, and operates for two hours on 
can of fuel_—Coleman Company, Inc. 


284A—-STYLE-CRAFTERS’ deluxe line 
of “Life-Raft” boat cushions have a 
new type webbing with woven edges 
of a special Saran yarn used on the 
gusset which permits maximum 
“breathing.” Impervious to wear, rot- 
and stain-resistant, cushions retain 
full color.—Style-Crafters, Inc. 





285—FISHCAKE is a top-water lure 
invented by Charles Helin, inventor of 
the Flatfish. The Fishcake reacts to 
slightest movement by popping, bub- 
bling, gurgling, hopping, dancing, and 
swimming to attract strikes. Has off- 
set hooking system, proven so success- 
ful on the Flatfish.—Helin Tackle Co. 





286—“‘6-IN-1” ASSORTMENT of Si- 
monsen tackle boxes provides answer 
to dealer’s inventory and selection 
problem. Assortment includes one 
each of six models, including single 
trays, double trays and four - tray 
spinning and casting boxes.—Simon- 
sen Industries. 





287—1957 LINE of Tapatco water ski 
belts allows for individual adjustment 
because of soft Kapok use for flota- 
tion. Kapok is sealed in Vinyl insert 
to keep it dry at all times. Outer cov- 
ering is made of sturdy cotton mate- 
rial that dries quickly —The Ameri- 
can Pad and Textile Co. 
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288—SPECIAL DISPLAY for dis- 
playing “special” putters, wedges, 
chippers, etc., is offered by makers of 
Louisville Grand Slam clubs. Display 
units can be purchased with or with- 
out assorted clubs. Unit takes up a 
minimum of space, yet displays a wide 
assortment.—Hillerich & Bradsby Co. 
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NEW PRODUCTS— Continued From Page 11 





147—HACK SAW BLADES have 
been added to the Sandvik line. 
The new complete line includes 
centerflex standard hand blades as 
well as high speed hand and power 
blades. All blades are made of high 
quality Swedish steel. — Sandvik 
Steel, Inc., Saw and Tool Division. 


148—NEW SCREENS speed cool 
air stream on two new Morels of 
Chico Air Coolers. Exclusive air 
cooling application of Hexcel ex- 
pended aluminum produces wind 
tunnel effect that concentrates air 
flow. Line includes 4 models, priced 
$29.95 to $59.95.— Chico General 
Products Corp. 


149—“LIVING ROSE” shade is 
featured on handles of new line of 
Ace kitchen tools to tie in with 
spring color promotion, sponsored 
by Living for Young Homemakers. 
All 7-piece sets are packed in color- 
ful presentation box, complete with 
beautiful artificial Rose. — Ace 
Products Co. 
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150—BACON STRIPS FRY FLAT 
without curling is claim for Wear- 
Ever’s new Bacon Grid. Perforated 
round aluminum grid, 7” in diam- 
eter, is placed on bacon in frying 
pan. Bacon can be cooked crisp 
without turning, and excess fat 
poured off  easily.— Aluminum 
Cooking Utensil Company, Inc. 


151—FOUR-WAY closing action is 
feature of the 4-D Sash Lock. It 
raises the top sash, lowers the bot- 
tom sash and pulls both sash to- 
gether in one operation. It comes 
in steel, brass or bronze with vari- 
ous finishes to blend with household 
hardware. — National Lock Com- 
pany. 


152—NEW STYLING for the 
Masterware breadbox, the “Bread- 
ette,” will be shown at the House- 
wares Show in Chicago along with 
firm’s other pantryware lines. Also 
to be shown is “Dispensette,” 3-way 
dispenser for wax paper, foil and 
paper towels. — Master Metal Pro- 
ducts, Ine. 


153—ROUND STEP STOOL is at- 
tractive and practical. It is also 
claimed to be safe, particularly in 
use by children (at right). It has 
full circular step with rubber 
treads so it can be used from any 
angle. Wide spread chrome legs 
prevent it from tipping. — Trembco 
Products. 


154—GIANT CAPACITY is 
claimed for this Carlco Picnic Ice 
Chest, which comes in two sizes: 
17” x 10” x 12” and 21” x 10” x 12”. 
Each has heavy duty ice container 
and modern design with sunset red 
body and vellow cover. — Carlisle 
Manufacturing Company, Inc. 


155—HARDWARE WEEK SPE- 
CIAL for ’57 is this new Ox-Fibre 
“Speedy-Clean” Dishwasher, spe- 
cially priced to retail for $1.49 
each. Designed to keep housewives’ 
hands out of dishwater, brush has 
Saran bristles and one-piece, pink 
and yellow handle.—Ox Fibre 
Brush Company. 
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vv“[7,,£, 9 = the most asked for 
—————— a name in fixtures! 


K-V 2 
Closet Rod 





You can satisfy almost any t with K-V’s choice 

of more than 40 fine fixtures for closets and kitchens. Beautifully 
styled and handsomely finished in polished chrome, K-V fixtures are 
made for years of service and designed for the greatest 

convenience in storing everything from hats to shoes in closets. 

And for the kitchen, K-V fixtures include similar top 

quality racks for storing pans, towels and cups. 





K-V 3 
Garment Bracket 


tn val FAMOUS FOR BUILT-IN CONVENIENCE HARDWARE 
oe Kac 


K-V 798 
Disappearing 
Towel Rack 


K-V 790 " f . K-V 992 Sliding Door Hardware K-V«1300 Drawer Slide K-V 80-180 for open wall shelves 
Disappearing " . K-V 233-239 for built-in shelves 
Pan Rack 


K-V also has a complete line of top Ask your jobber 
lity drawer pulls, door handles, lock eee 
More Than 100 K-V Fixtures ————e a ees catalog and price lists, 
! us. 
to Make Your Home 
More Convenient! KNAPE & VOGT MFG. CO., Grand Rapids, Mich. 


___ For Details Circle 40 on INQUIRY CARD 








El Camino Brand—1-900 


JUST PEEL IT SISAL TWINE 


ALL CELLOPHANE WRAPPED 


TENSIL STRENGTH OF 57 
POUNDS 


§ T | K K | T NOT OILED — ABSOLUTELY 
STAINLESS 


ALL PURPOSE TWINE — 1001 
USES FOR HOME, GARDEN & 
INDUSTRY 


@ SMOOTH—PLIABLE. KIND TO 
YOUR HANDS 


@ MIGHTY MIDGET OF THE 
SISAL FAMILY 


—PUT UPS— 
1 LB. BALLS: Approx. 100 Ib. bales. 10 balls per package. 


STIKK ~ STRIP* Mages” ~ bale. f 
The New Bronze Self-fastening ee ee, 1 Oe er 


FRAME WEATHER STRIPPING ae ee Oe or 




















Pi d yi 
Just peel the cover, press the adhesive backing to Win we ponte aa 
the frame of door or hinged sash. No solvent to 


evaporate or oxidize, it stays stuck and how! Sightly WAREHOUSES—Sepulveda, Calif. — New Orleans, La. 


and efficient, it needs no tools, no carpentry, no skill For further Information send for price and catalogue sheets. 
to attach a professional-grade job in a jiffy at one- 
third the usual cost. We solicit inquiries on all types of sisal twines. 


F f id pri rit: 
BETTER ORDER YOUR ‘SEASON’S STOCK NOW ‘or quality and price—write 


ADHESIVE METALS COMPANY A PRODUCT OF 
1112 West Hillcrest Boulevard, Inglewood, Calif. MISSION CORDAGE co. 


* U. S. and Foreign Patents Pending 8928 Sepulveda Bivd., Sepulveda, Cal. 
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156—SHELVES up to 12 in. wide 
can be mounted on this steel closet 
bracket and rod support. Two sup- 
ports are used in a four foot closet. 
Wood or metal rod, up to 1% in. 
diameter are easy to slip into the 
special rod holder. — McKinney 
Manufacturing Company. 


157—REDUCED IN EVERY DI- 
MENSION, RCA Whirlpool room 
air conditioners feature a new low, 
slim silhouette that admits maxi- 
mum light and allows outdoor view 
when installed in windows. There 
are 16 models in the 1957 line for 
every room in the house.—Whirl- 
pool-Seeger Corp. 





158—COMPLETE Bar Accessories 
Department that takes up less than 
21 inches of space is offered in a 
choice of three assortments. Dis- 
play shown is offered free with 
order for above items in either one 
dozen, one-half dozen, or one- 
fourth dozen of each item.—Irvin 
Ware Company. 
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159—BRUSH FOR CLEANING 
BARBECUE GRILLS has crimped 
brass wire bristles and steel scrap- 
er set in black molded plastic han- 
dle. Bristles are flared so they can 
reach into corners and around grill 
rods to do a thorough cleaning job. 
—Empire Brushes, Inc. 


160—BARBECUE BRAZIER has 
extra heavy 24-inch fire bowl, 
hinged two-piece grill, motor- 
driven chrome plated steel rotis- 
serie spit geared to 6 rpm, remov- 
able chef’s work board, aluminized 
steel hood and many other features. 
—Arvin Industries, Inc. 


161—MULTI-PURPOSE PAINT 
SCRAPER with a pivoting, index- 
ing cutter blade which can be lock- 
ed in eight positions, has pistol 
grip handle. Cutter and housing 
rotates and locks in any position, 
yet leaves users hand in normal po- 
sition. — Allway Manufacturing 
Company. 


ee 4 
162— ONE OUNCE PLIOBOND 
Brush-Top Bottles that retail for 
25¢ each were introduced at the 
National Hardware Show. Taking 
up less than 6 inches of counter 
space this small compact, selling 
unit will encourage impulse sales. 
—W. J. Ruscoe Company. 


163—PICNIC JUG with fold-away 
legs permits placing a cup or tum- 
bler under the faucet of the jug 
for easier serving. The tripod legs 
snap back into the recessed bottom 
of the jug for carrying. Firm 
makes broad line of jugs and ice 
chests. — Columbian Enameling & 
Stamping Co., Inc. 


164— PUSH-BUTTON PRINCI- 
PLE of this Bernz-O-Matic torch 
features a trigger torch that is ig- 
nited by a_ steady-burning pilot 
light, thus eliminating the neces- 
sity of burning the larger flame at 
all times. Conserves fuel when not 
actually working.—Otto Bernz Co. 
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“BONUS PAYMENT PLANS FOR 
BRANCH STORE MANAGERS,” is 
an analysis of bonus arrangements 
published by the merchandising Div. 
of the National Retail Dry Goods As- 
sociation. The study is based on the 
bonus programs of sixty-four com- 
panies, and covers the plans now being 
used by independent stores, depart- 
ment store chains and other retail 
chains. The publication is available to 
NRDGA members for $2.00 per copy; 
to non-members $4.00. 

For Details Circle 274 on INQUIRY CARD 


BETTER HOMES & GARDENS 
KITCHEN IDEAS FOR 1957, 154 
pages, in full color, shows trends, 
kitchen plans, “before” and “after” 
remodeling pictures, and a roundup of 
new appliances. Other chapters give 
tips on glamorizing a kitchen, and 
ideas for adjoining areas for laundry, 
meal planning, and sewing. Book is 
priced at $1.25. 

For Details Circle 279 on INQUIRY CARD 


HOW TO PLAN YOUR BATH- 
ROOM AND POWDER ROOM, by 
Ethel Brostom, 96-pages contains the 
latest trends in home decorating. All 
suggestions fall well within the price 
that the average homeowner could 
afford to pay for a remodeling job. 

For Details Circle 270 on INQUIRY CARD 


for PLAS 





BOOKS—For Sale or Resale 





“QUALITY UNLIMITED,” a sound- 
color film describing the manufacture 
of wire rope, has been made available 
by the Wickwire Spencer Steel Divi- 
sion of The Colorado Fuel and Iron 
Corporation. Film illustrates all the 
operations in the production of wire 
rope from basic steel making to the 
testing of the finished rope. 

For Details Circle 250 on INQUIRY CARD 


WASTE BASKETS 


& DUST PANS 


“How fortunate for you, Ma'am 
—We just happen to have that 
particular one in stock!" 


“GETTING THE MOST OUT OF 
YOUR RADIAL SAW”, a 110-page, 
hard-bound book about the many uses 
of one of the most versatile of all 
woodworking tools, was written espe- 
cially to serve as a working reference 
for the homecraftsmen. Manual in- 
cludes over 300 photographs and line 
drawings. Price, 99¢. 

For Details Circle 280 on INQUIRY CARD 


“SAFE HUNTING AND SHOOT- 
ING,” a 24-page booklet that de- 
scribes and illustrates the basic types 
of guns and ammunition, how to han- 
dle guns properly on the range and 
in the field, the hunter’s responsibil- 
ities, how to sight-in the rifle and the 
use of the compass in the woods may 
be obtained from the Williams Gun 
Sight Company. Booklet also explains 
cartridge and caliber designations in 
addition to numerous other profusely 
illustrated articles. Price 15¢. 

For Details Circle 271 on INQUIRY CARD 


1957 TV BLUE BOOK, describes al- 
most every brand and model ever pro- 
duced, from small-screen black and 
white to color and back to small- 
screen are covered. Single copies can 
be purchased from the publisher at 
$5.00 each. 

For Details Circle 272 on INQUIRY CARD 


GREAT SOURCE 
GREAT NAME 


and flexible sprinklers 


® top quality! 


@ new colors! 


For Details Circle 46 on INQUIRY CARD 


® new packaging! 
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TO RECEIVE ANY OF THIS PRINTED 


1957 ELECTRIC TOOL CATALOG, 
issued by the Porter-Cable Machine 
Company, describes 69 portable elec- 
tric tools and kits with over 400 acces- 
sories for builders, carpenters, plumb- 
ers and electricians. It is a valuable 
guide to power tools for industrial 
maintenance men, heating and air con- 
ditioning contractors, repairmen and 
specialty trade workers. Included are 
over 150 pictures of tools and their 
uses with complete specifications for 
electric saws, sanders, drills, planes, 
routers, shapers, combination tools, 
grinders, hedge shears and grass trim- 
mers. 

For Details Circle 200 on INQUIRY CARD 


KWIKSET BROCHURE, for mail- 
ing and point-of-sale merchandising 
for its new Bel Air design has been 
announced by Kwikset Locks, Inc. The 
brochure describing Kwikset’s “400” 
line Bel Air styling employs a unique 
die-cut layout plan using protruding 
knob silhouettes for page openers and 
keyed descriptions of each lockset 
function. 

For Details Circle 201 on INQUIRY CARD 


“STEEL ANALYSES,” a _ handy 
pocket-size booklet listing types and 
analyses of carbon, alloy, tool, nitrid- 
ing, hollow drill and stainless steels 
is now available from Bethlehem Pa- 
cific. Useful data, such as hardness 
conversion numbers, weights and area 
of square and round steel bars, weights 
of square edge flats and rolling toler- 
ances in inches is shown. 

For Details Circle 202 on INQUIRY CARD 


“SIMPLIFIED ACCOUNTS RE- 
CEIVABLE FOR RETAILERS,” re- 
cently published by Remington Rand, 
shows how any small retail business, 
using charge accounts, can enjoy the 
advantages of cycle billing without 
investing in costly equipment and 
trained personnel. 

For Details Circle 203 on INQUIRY CARD 
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ON INQUIRY CARD PAGE 66 


TECHNICAL BULLETIN, an 8- 
page bulletin issued by Supplex Com- 
pany, Div. of American Rubber Hard 
Company, contains applications for 
Supplex pipe, sizes of standard pipe 
and fittings, installation instructions, 
technical properties, and estimated 
flow rates for water in various pipe 
sizes. Also available is a chart which 
lists many common industrial liquid, 
and specifies which of these liquids 
may be carried in Supplex piping. 

For Details Circle 204 on INQUIRY CARD 


STAINLESS STEEL FOR LIVING, 
is a newly published booklet that il- 
lustrates a few of the many ways 
stainless steel is brightening modern 
homes and is saving time and trouble 
for modern housewives. Booklet may 
be obtained from The Allegheny Lud- 
lum Steel Corporation. 

For Details Circle 205 on INQUIRY CARD 


PLUMBING SPECIALTY CATALOG, 
No. 19, containing over 6,000 items 
used by the plumbing, heating and 
air conditioning trades, with separate 
sections on hand tools, trim, rubber 
goods and heating specialties, has 
been issued by the Chicago Specialty 
Mfg. Co. Catalog is available to regu- 
lar wholesale distributors only. 
For Details Circle 206 on INQUIRY CARD 


MATTER CIRCLE NUMBER 


“IT’S LIKE HAVING TEN ARMS 
FOR EVERY NAILING JOB,” a new 
brochure - envelope stuffer issued by 
the Arrow Fastener Co., Inc., tells 
the complete story of their gun tack- 
ers sold through the hardware and 
building trades. Described in full de- 
tail in the booklet are Arrow’s T-50 
all purpose tacker, T-32 tacker for 
light duty nailing jobs and HT-50 
home Hammer Tacker. 

For Details Circle 207 on INQUIRY CARD 


WILSON INDUSTRIAL GLOVE 
CATALOG, features 16 pages of Wil- 
Gard Industrial Gloves and Finger 
Cots, in addition to a chart of finger 
cot sizes in actual diameters and a 
two-page recommended use table 
showing the resistance ratings of va- 
rious Wil-Gard glove materials to 199 
chemicals and solvents commonly used 
in industry. Catalog is offered by the 
Industrial Div. of The Wilson Rubber 
Company. 

For Details Circle 208 on INQUIRY CARD 


“MYERS WATER CONDITION- 
ERS ELIMINATE OLD FASHIONED 
WATER,” is a new folder offered by 
the F. E. Myers & Bro. Co. Featured 
in the folder are water systems pro- 
duced by Myers for modern living. 
Brief descriptions of three types of 
Myers pumps, submersible water sys- 
tems, shallow well systems and deep 
well systems are shown on back of 
folder. 

For Details Circle 209 on INQUIRY CARD 


ALUMINUM TUBE FOLDER, a 
four-page, full-color folder issued by 
The United Wire & Supply Corpora- 
tion, outlines United facilities, points 
out the many features in their tube 
products, and includes tables of both 
mechanical and chemical properties. 

For Details Circle 210 on INQUIRY CARD 


(More Free Literature 
Cont. on page 72) 





WAGONS e SCOOTERS ¢ GARDEN CARTS e WHEELS IREEZ r. 
: NEW! 
Model No. 18 Radio ica P 
Flyer wagon. New 
; Wy 


rolled under flange 
body 36” x 17” x 
4Vy". Tires 10” x 
1.75” semi-pneumat- 
ic. New, brilliant red 


baked enamel finish. ae YARD 


One to a carton, 
ong iam HYDRANTS 


PRICE « QUALITY « SERVICE Assure uninterrupted outdoor 
P nti water service the year around. The 
shutoff valve is below the frost line. 
Model No. 75 Gar- | ’ All brass and copper. Valve assembly 
den Cart Exclusive _ 7 removable. Ideal for homes, farms, 
body design, 35” x tourist courts, trailer parks, golf 
21” x 13/2”. 4 cu. ft. | . courses, factories and cottages. Write 
capacity. Recessed ie. eae for Bulletin 1001. 
wheels. Semi-pneu- 9 
matic tires 91/3” x 
11/2”. Brilliant red or 
turquoise blue. No. 
75/2, 2 to a carton, 
58 Ibs. No. 75/1, 1 
to a carton, 29 Ibs. 


WRITE FOR COMPLETE INFORMATION Order from your jobber 


RADIO STEEL & MFG. CO., 6515 W. Grand Ave., Chicago 35 . a STRATAFLO PRODUCTS, INC, 


World's Largest Manufacturers of Coaster Wagons & Scooters = FORT WAYNE 1, INDIANA 
For Details Circle 50 on INQUIRY CARD 
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Before You Make Up: 
Your Mind 
Let Us Give You 
ALL THE FACTS 














Your Executive-Size Copy of 
WAYS TO HANDLE 62" "Soccrscpin ste 
YOUR CATALOG (2 a — . 








is now available 


%& Graphically portrays the methods which you 
can use to get a catalog 


% Complete analysis of investment—Personnel : 
needed—Convenience factors—Per page cost New Ideal combination dothes hanger red 


% Ideal for Executive Board meeting display—to and shelf support eliminates shelf and rod sag 

give the complete picture at one time Extruded Alcoa Aluminum rod smartly 
edges shelf and makes it rigid for full width 
WRITE TODAY | of closet. Drill and saw to fit like lumber. 
No painting or upkeep necessary. Available 
QUAD-line Typesetting — in cartons of ten 10 ft. lengths, No. 700 and 


HARDWARE CATALOG DIVISION Gite “SScws sms 


Address Corresoondence to: 212 East 3rd Street. Los Angeles 13. Callfemia Mot L IDEAL BRASS WORKS, Inc. 
PLANT—345 E. Garvey Ave., Monterey Park, Calif. (7 miles from Les Angeles! f 250 East Sth St. © St. Paul 1, Minn. 


For Details Circle 51 on INQUIRY CARD Fer Details Circle 46 on INQUIRY CARD 
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MASONRY DRILL FOLDER offer- 
ed by Chicago - Latrobe, shows the 
complete size ranges in Spiral Flute, 
Fast Cut and Extra Length Drills. 

For Details Circle 211 on INQUIRY CARD 

% 


NEW CATALOGUE AND LIST 
PRICE SHEET, offered by the O. C. 
White Company lists the company’s 
line of adjustable lighting fixtures, 
both incandescent and fluorescent. 

Included are new models and mod- 
ern designed Work-Area Spring Bal- 
anced units with finger-tip control 
and ultra-flex arms. 

For Details Circle 212 on INQUIRY CARD 


RAPISTAN FIELD REPORT, is- 
sued by The Rapids-Standard Com- 
pany, Inc., outlines the Shields pro- 
blem of making faster order selection 
and delivery from the four floors and 
basement of their warehouse. Report 
features diagrams of the system, 
describing how the system works and 
the results achieved. 

For Details Circle 213 on INQUIRY CARD 


P & C TOOL CATALOG, is a new, 
more convenient catalog condensed to 
20 pages from 48 to make for easier 
reading without omitting the listing 
of any of the many items the company 
makes. Each of the more than 800 
items made by the company continue 
to be illustrated and the catalog lists 
many new tools. 

For Details Circle 214 on INQUIRY CARD 


“THESE WHITE ELEPHANTS 
ARE MADE OF PAPER,” an eight 
page illustrated booklet published by 
Remington Rand shows how industry 
and business can decrease operating 
costs and achieve greater profits. 
Booklet outlines various methods of 
improving management and records 
control. 

For Details Circle 215 on INQUIRY CARD 


“DOLLAR SAVINGS THROUGH 
STANDARDS,” a 40-page survey re- 
port highlights economic benefits to 
American industry resulting from the 
use of standards, is being made avail- 
able by the American Standards As- 
sociation. An up-to-date version, the 
report contains 79 documented case 
studies covering 27 industrial fields. 

For Details Circle 216 on INQUIRY CARD 


REFERENCE MANUAL OF 
STEEL EQUIPMENT, in 48 pages 
analyses all types of steel shelving, 
drawers, lockers, work benches and 
tables, and other storage, store, office, 
warehouse, and shop equipment. Man- 
ual may be obtained from Equipto. 

For Details Circle 217 on INQUIRY CARD 


‘‘EMBEZZLEMENT CONTROLS 
FOR BUSINESS ENTERPRISES,” 
a 32-page booklet by Lester A. Pratt, 
C.P.A., nationally-recognized authority 
on fraud prevention, describes prac- 
tical methods of combatting embez- 
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FREE LITERATURE 





zlements of money, merchandise and 
other materials. Included is a check 
list for determining the adequacy of 
a firm’s embezzlement controls. 

For Detalis Circle 231 on INQUIRY CARD 


A TESTED RETAILING PLAN 
FOR MAKING $1,000 EXTRA NET 
PROFIT YEAR AFTER YEAR, a 48- 
page booklet offered by the American 
Floor Surfacing Machine Company, 
covering step-by-step operation of a 
rental tool department. 

Booklet starts off with an introduc- 
tion to the plan, along with reasons 
why the rental plan works, a running 
account of the rental tools that pro- 
duce the extra $1,000, and fill-in rental 
profit worksheet so that dealers can 
prove to themselves the claims made 
by thousands of retailers. 

Separate sections of the booklet are 
devoted to such things as Point-of- 
Purchase Display Advertising; Sales- 
manship; Direct Mail Telephone Di- 
rectory, Radio and Newspaper ad- 
vertising. 

In every section where there is a 
tie-in with American rental tools, 
there immediately follows illustrated 
text of the material that the firm is 
prepared to furnish dealers. 

For Details Circle 232 on INQUIRY CARD 


“THE EASY WAY TO INSTALL 
MATICO PLASTIC WALL TILE,” a 
new, fully illustrated booklet contain- 
ing step-by-step instructions on how 
to install plastic wall tile as well as 
a compresensive diagram illustrating 
where the numerous trimmings are 
used has been issued by the Mastic 
Tile Corporation of America. Booklet 
contains specific instructions on how 
to chart accurately the wall to be 
tiled; preparation of walls for tile 
cement; proper application of cement; 
installation of plastic wall tile; cut- 
ting and installing edge tile, inside and 
outside corners and base. 

Fer Details Circle 233 on INQUIRY CARD 


“REYNOLDS ALUMINUM  DI- 
GEST,” acompact monthly publication 
covering all aluminum news is being 
made available to those in the metal- 
working industry by Reynolds Metals 
Company. Those wishing to receive 
this publication monthly without 
charge may do so by writing to Desk 
ES, Reynolds Metals Company, 2500 
South Third Street, Louisville 1, Ken- 
tucky. 

The digest contains 50 to 60 reviews 
of articles relating to aluminum that 
have been published in the technical 
press the preceding 30 to 60 days. 





READING helps dealers to do a better 
job of selling. Send for the literature you 
want TODAY by the easy way. Circle 
numbers on inquiry card page 66. 











BOOKS—For Sale and Resale 


A CONSUMER STUDY OF THE 
POWER MOWER MARKET, 24-page 
pocket-size booklet illustrated with 
charts and graphs, prepared by Power 
Products Corporation. This is a con- 
densed version from a consumer study 
of the market, made by this manu- 
facturer of engines which are used by 
numerous power mower manufactur- 
ers. For one thing this study shows 
that the monthly distribution of sales 
covers a wider group of months than 
most dealers realize. It also shows 
what price range is most desirable by 
the consumer and where the consumer 
expects to buy mowers. It also shows 
all the features that are important to 
the consumers. Price 10¢ 

For Details Circle 273 on INQUIRY CARD 


HOW TO USE TOOLS, a book by 
Alfred Morgan, explains tools, and 
shows the reader how to use them 
correctly. Covered are hammers, nails, 
screws and screwdrivers, hand saw, 
wood chisels, planes, files, drills, the 
hack saw, wrenches, soldering irons, 
pliers and snips. Illustrated are 120 
photographs and 108 line drawings 
which fully visualize the techniques to 
be employed. Book is priced at $2.00. 

For Details Circle 275 on INQUIRY CARD 


ACCIDENT FACTS, the 1956 edi- 
tion of the National Safety Council’s 
statistical yearbook contains facts and 
figures on all types of accidents—in- 
dustrial, traffic, home, farm and 
school. Book is $1.00. It is available 
from the National Safety Council. 

For Details Circle 276 on INQUIRY CARD 


PRACTICAL APPROACHES TO 
LOWER EXPENSE, contains more 
than 170 suggestions to retail depart- 
ment and specialty stores for cutting 
operating expenses. Covered are ma- 
jor areas of control, operations and 
personnel, ranging from painting ve- 
netian blinds on windows and short- 
ening branch store personnel sched- 
ules to the adoption of a simplified 
sales check and cutting bad-check 
losses by photographing check- 
cashers. 

For Details Circle 277 on INQUIRY CARD 


SUNSET DISCOVERY TRIPS IN 
ARIZONA, 102 pages, 107 photo- 
graphs and many maps, published by 
Lane Publishing Company, price 
$1.50. This book was designed to help 
all visitors to Arizona fully explore 
the fascinating inner beauty of the 
state. The reader soon discovers that 
there are several Arizonas—the geo- 
logical Arizona with awesome gorges, 
canyons, and painted deserts; an In- 
dian Arizona where modern Indians 
work and worship in the same man- 
ner as their ancestors; a magnifi- 
cently forested Arizona; and an Ari- 
zona rich in history. 

Fer Detalls Circle 278 oe INQUIRY CARD 
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the handiest 
Plier for your 
customers... 


THE 
FASTEST 
SELLER 
FOR YOU 


a 


‘i 7 x Y | 7 J y 
bk fh A / 
Gj 1, VA f Fi f J 


SELL THE COMPLETE CHANNELLOCK LINE 


No other plier does so many 
jobs so well as a Channellock 420. 
That’s why every year more and 
more householders . . . as well as 
mechanics .. . buy Channellocks. 
Cash in on this growing popular- 
ity. Put these handy pliers out 
front for your customers to see 

.. reach for... and try. You’ll 
be pleasantly surprised how many 
times they’ll tell you to wrap it 
up. Channellock’s increasing sales 
record proves that. So make the 
Channellock line your plier line 
...and let the Channellock 420 lead 
the profit parade in your store. 


CHAMPION DEARMENT TOOL COMPANY 


s8 


mares eR 
For Details Circle 53 on INQUIRY CARD 
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NEWS... about People and Firms (Continued from Page 9) 





Austin Brothers Hardware 
Reorganized in Stockton 


STOCKTON, Calif.— Simpson H. 
Hornage, president, Austin Brothers 
Hardware Co., 301 S. Aurora, an- 
nounced that this firm is being re- 
organized as a $1,250,000 corporation. 

Formerly the business was owned 
and operated by Mr. Hornage and 
Francis Viebrock as general partners. 
Under the reorganization Richard 
Fraser and John Cheney have bought 
out the trust interest held by Mrs. 
Elise W. Viebrock in behalf of her 
three sons, John, William and James. 
Mrs. Viebrock held the trust as com- 
munity property with her former 
husband, Francis Viebrock. 

Incorporation papers named a four- 
man board of directors for the firm, 
with Mr. Hornage as president, Mr. 
Viebrock as vice president and man- 
ager, Mr. Cheney as treasurer, and 
Mr. Fraser, who is a director but not 
otherwise connected with the manage- 
ment of the firm. 

According to Mr. Hornage, the 
business will continue to operate as 
Austin Brothers Hardware Co. and at 
the same location. 

Mr. Fraser one of the new partners 
in the business formerly owned the 
Fraser Furnace Co. here. Although 
now retired he still has an interest in 
several businesses in Stockton. 

Mr. Cheney, the second new part- 
ner, was formerly manager of the 
Rheem Manufacturing Company plant 
here, 


Yale Names Regional Mgr. 


Albert Vos has been appointed 
Southwestern regional manager for 
the Yale lock and hardware division 
of The Yale & Towne Manufacturing 
Company. His territory includes 
Colorado, Wyoming, and New Mexico 
as well as nine other mid-western 
states. Mr. Vos, who had previously 
been with the firm for many years, 
had operated as a manufacturers rep- 
resentative, serving a large part of 
the Southwest, since 1950. 


Plymouth Names Keenan 
Div. S. M. 


Hubert A. Keenan has been named 
sales manager of the Plastic Garden 
Hose Division of Plymouth Rubber 
Company, Inc., Canton, Mass. Mr. 
Keenan moves up from the Sundries 
Sales Division, and will supervise 
national distributién and sales of the 
company’s’ broad line of plastic gar- 
den hose. ~ 


NAMED PARTICIPATING MEMBER 


RALPH WALL (left), president of 
Ralph Wall & Associates, manufac- 
turers representatives firm with head- 
quarters in Los Angeles, welcomes 
Richard (Dick) Grannis as a partici- 
pating member of the firm. Mr. 
Grannis, who has been firm’s North- 
ern Division Manager, operating out 
of San Francisco, for the past four 
years, was also named to firm’s board 
of directors. Mr. Grannis was for- 
merly a buyer with Breuners, Hales, 
and Schwabacher-Frey in San Fran- 
cisco. He is an active member of the 
San Francisco Pot and Kettle Club, 
currently serving the club as vice 
president. At the same time Mr. 
Wall announced that his firm was 
opening a branch office in San Diego. 


U. of Wisc. Offers Retail 
Correspondence Courses 


The University of Wisconsin Exten- 
sion Division’s Office of Correspond- 
ence Study, Madison, Wisconsin, is 
offering two correspondence courses, 
Retailing I and II. 

Both courses are designed for prac- 
tical use by every person who makes 
his living in retailing or who expect 
to enter retailing. 

The basic principles and problems 
of this field are presented in Retailing 
I. The 16-assignment course takes 
the student through the selection of 
a store site to sales promotion and 
retail salesmanship. The eight-assign- 
ment Retailing II course presents the 
systems for sales transactions, cus- 
tomer services, and retail credit. Both 
courses were prepared by Joseph L. 
Kleiner, associate professor of com- 
merce. 

Additional information may be 
obtained by writing the office of Cor- 
respondence Study, University of Wis- 
consin Extension Division, Madison 
6, Wisconsin. Or if you wish you can 
circle 299 on our Inquiry Card and 
information will be sent to you. 


NOW IS THE TIME... 


To contact manufacturers about their 
advertised products, new products, etc. 
You can do it easily. Circle numbers 
of wanted items on inquiry card page 
66. 
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INDUSTRIAL CLAMP-FLANGE DOUBLE- 
at ACTING SPRING HINGE, No. 17042 
velanaals 


The Bommer Industrial 

° Hinge is built to take 

best | ‘a ’ worlds of abuse oes For 
MENLO PARK, Calif—Dan D’Al- pee Bi Bis Pm 

essandro has joined the sales staff of 17962 (only 17%" high) a 

Macklanburg- Duncan Co., building S Pp R iN ¢ t carry a door weighing up 

specialties manufacturers, and will : to 325 pounds. Is 2 
cover central section of California for i i _ q 

the firm. Mr. D’Alessandro had been LH | N ¢ ~ ; ars hie nl ar edhhonadarare oon ee. Sage 

associated with Dunham, Carrigan & | i — teat tavyts of engieg ene Oem 

Hayden Company, San Francisco gen- ; Smemiae tou Vaotk: ties Gis le OC 

eral line hardware wholesale firm, 4 malleable iron and steel on bearing sur- 

from 1954 until he joined Macklan- | a trademark faces . . . and the industrial hinge that 

burg-Duncan. } since 1876 - makes only 5 oscillating movements before 

stopping at dead center from a full right angle door 

— opening! Let us tell you a// the reasons why the BOMMER 

Country Store Hires Becket . ; 17042 is without doubt the truly superior industrial hinge. 


YAKIMA, Wash.—Marc Messinger, 
operator of The Country Store, an- 
nounced the appointment of James A. 
Becket as advertising and display 
manager. 
Becket was formerly assistant man- 
ager of Yakima Hardware Company’s 
retail store which was closed recently. 
He was with the firm for nine years 
as advertising manager until two For Details Circle 54 on INQUIRY CARD 
years ago when he was advanced to 
assistant manager, also continuing to 
direct store’s advertising and display. 








IO POG YD SANDVIK 
SALES PARTNERSHIP FORMED for a bigger cut... SELL pana SAWS 


CHARLES T. HOWITT (left), for- 
merly with The Lynch Company, 
Honolulu, has joined in partnership 
with D. J. Bartelme in the Bart-Kinni- 
son Company, a San Francisco man- 
ufacturers representatives firm that 
has engaged in the distribution of 
housewares and industrial supplies 
since 1935. Mr. Howitt was sales man- 


ager for several years of the Hono- s 

lulu industrial distributor. The Bart- j STEEL INC. 

Kinnison firm, with headquarters in i 3 f] | Saw & T< vision 

the Western Merchandise Mart, spe- ‘a. 1702 NEVINS RD., FAIR LAWN, N.J. 


cializing in wholesale trade sales only, 
covers the Pacific Coast States. 
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Regional Sales Managers 
Seattle Sh my, Named by Skil Corporation 


Office @ : ’ Skil Corporation has announced re- 
Opened ’ 7 organization of its homeshop line 
B —— ‘ field sales staff, and have named, for 
2 -— ; the first time, regional sales managers 
Northwest ‘. . > af | whose sole responsibility will be sale 
Agency ; & of tools through wholesalers. Indus- 
“Rg ‘ trial sales will be handled by a sepa- 
rate staff of regional managers. 
George Willis has been named South 
Pacific manager, with his home base 
located in Los Angeles. He will cover 
Arizona and California up to and in- 
cluding San Francisco. 
Bart Macomber, operating out of 
PORTLAND—The Yeager-Sleight at 125 North 132nd St. Portland, has been named North 
Company, manufacturers representa- Both men have been in the agency Pacific manager. His territory in- 
tive firm operating for the past few business for years before joining cludes Northern California, Oregon 
years out of Portland, has announced forces and now represent several and Western Washington. 
the opening of a Seattle office. Fred manufacturers of housewares and The Intermountain area will be 
Yeager, parcner with Albert W. hardware items, covering the Pacific covered by Byron Hoffman who will 
Sleight, will operate the Seattle office Northwest area. work out of Spokane. As Intermoun- 
tain manager he will cover Eastern 
Washington, Montana, Idaho, Wyom- 
ing, Utah, Colorado and Northern 
Heads Gold Seal Sales in L.A. Kordite Promotes Moi New Mexico. 


LOS ANGELES — W. Harvey Joseph O. Moi has been named field 

Gerving has been appointed Los sales manager of the Resale Prod- . 

Angeles district sales manger for the ucts Division of Kordite Company, Thompson Joins Fasco 

Gold Seal Division of Congoleum- Macedon, New York. Mr. Moi will be E. B. (Tommy) Thompson has been 
Nairn Inc. Mr. Gerving, who joined in charge of sales of plastic refriger- named sales manager of the Appliance 
the firm in November, 1950, has been ator and freezer supplies, clotheslines, Division, Fasco Industries, Inc. 
a Gold Seal salesman in Los Angeles brooms, plastic garden mulch, and Rochester, N. Y. Prior to joining the 
and vicinity for the past several plastic storm windows. He joined the firm, Mr. Thompson was general sales 
years. He succeeds LaVerne Cash- company in 1955 as industrial sales manager of the Ames Company, and 
man as district sales manager. representative for the state of Texas. prior to that was with the Densiuanin. 


ter Division of the McGraw Electric 
Company. 


m. Head Manufacturers Group 
cy Bie: latets F SAN FRANCISCO — Henry S. 
Wade, vice president of Owens-Illinois 


cc U L L = Ry money- aatel key bal 'g : ‘ Glass Co., has been elected president 


Fred Yeager Albert W. Sleight 


of the California Manufacturers As- 
ls |; k thi d | sociation. 
o — With Owens-Illinois for 31 years, 
specials IKE i IS saat: Mr. Wade is general manager of the 
“tt . = | firm’s Pacific Coast Division, with 
headquarters in San Francisco. 


A complete Self-Service J : : ; Fuller Adds Anchorage Facility 


“Screwdriver Dep't" 


on 6 henpep resk! W. P. Fuller & Co. has announced 


: = that construction is under way on a 
pik ww peoory edhe miaaaaal half-million dollar distribution facil- 
Carded and Priced : : ity in Anchorage, Alaska. Located at 
niles tone SS oe Sb Bic! TPR. | 7th and Gambell Streets, the 26,640- 
ular kinds including Phillips- ala TP) eee | square -foot- building will provide 
_ lane. ere : office space, salesrooms, and a ware- 
proof domes. Retail from 15¢ aes oe > house to store firm’s products for dis- 

y ieed _ Hang-Up Rack (a Phiaeak. | : tribution throughout Alaska. The firm 
$10.00 value) is free. You pay eS hk had been operating from leased prop- 


only for stock. vw betel e ; erty of much smaller proportions. 
ORDER TODAY... | 

end ask about : i 

other Fuller Specials, tec! Bunis Promoted by Goulds 


: a ‘ t « S. A. Bunis has been appointed as- 
ee ] x sistant general sales manager of 
| FULLER | paolo) aude). i -7:), | Y, INC. | Goulds Pumps, Inc. Associated with 
= 3522 Webster Avenue, New York 67 | the firm in a sales capacity since 1936, 
Te Sch ; cdi cthc ewes . Mr. Bunis formerly served as man- 
‘2 @ : ‘ | ager of the water systems sales de- 


a » Spee, ee partment. 
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Series “68” “Diamond-Arrow” with 242” and 
3” soft rubber tread wheels for home, school, 
store and institutional use. 


New packaging for 
hest selling 
Bassick truck casters 


Here’s your ammunition to go after 
an even bigger piece of the expanding 
do-it-yourself market. 

2%” and 3” Bassick truck casters, 
previously sold in bulk, now come con- 
veniently packaged in sets of four units. 
They're perfect for dollies, portable 
tables, tools, utility carts and other fa- 
vorite projects of the home craftsman. 
And now in the new heavy-duty clearly 
labeled boxes, they'll sell faster than ever. 
Especially when you keep them out on 





| TOY DISPLAYS 


display along with other do-it-yourself | 


items. THE BASSICK COMPANY, Bridge- 
port 2, Conn. Jn Canada: Belleville, Ont. 
7.8 


i 


ry Series “61” (inexpensive | 


but rugged) with 242” 
and 3” “Biron” sintered 
iron wheels for rough 
service in shops or ga- 
rages. 


Series “70” (swivel) and 
Series “71” (rigid — 
packaged % set per 
box). Lighter duty cast- 
ers for home utility 
carts, portable tables, 
stands. 3” Dia. soft 
rubber tread wheels. 





apverTiseD 18 
The Saturday Evening 


post 
assiCK 


A DIVISION OF 


SRRNNNS OR MINDS OF CASTERS § «© MARINE CASTERS DO BORE fu nani) 
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SIDE DOOR MAKES TOY DEPT. 


were confined to a 
rear section of Neilson’s, Twin Falls, 
Idaho, which was served by a side 
door to make this almost a “Toy 
Store” in itself. One clerk was as- 
signed to this section to help custom- 
ers with their selection. However, 
once a customer selected their mer- 
chandise they had to go through the 
main section of this self-service store 
to make payments at the check-out 
stand. 


To Cover California for Flexible 


SAN MATEO, Calif—Jim Me- | 


Comb has been named sales represen- 
tative covering California for the 
Flexible Steel Lacing Co. He takes 
over the territory formerly served by 
Newt Crum, who is now vice presi- 
dent and sales manager of the Holtz 
Rubber Company, Lodi, Calif. Mr. 
McComb has been covering the state 
in sales and service work for the past 
few vears. 


Dealer Drops Housewares Dept. 


KLAMATH FALLS, Ore.—House- 
wares will be closed out at the J. W. 
Kerns, Oreg. Ltd., hardware store 
over the holidays, according to Ben 
Kerns, advertising and promotion 
manager of the firm. 

“Competition from the thrift de- 
partments of supermarkets has made 


| it unprofitable to handle that line,” he 
| declared. 


The 100 foot square department 
which has been devoted to housewares 


| will become a do-it-yourself depart- 


ment after the January 1 inventory is 


| completed, he indicated. Included will 


be home hobby tools such as wood- 


| working, ceramic and plastic tile out- 


| fits and complete equipment for the 
| home plumber, home carpenter and 


| 


| 


fixer-upper. 





| into material being cut—pre- 
| venting blade from twisting— 


| {t saws circles, straight lines. 


| or carrying. 


DALTON "AGAIN... 


with a SENSATIONAL, NEW, LOW-PRICED 
All-Purpose Cutting Tool that will Take 
Your Hobby and Homeowner Trade by Storm! 
IT'S THE NEW MODEL D-600 


DALTON ttrcrric JIG SAW 


ELECTRIC 
Grip-Switch 


Handle—and 
Featuring a 
New, Unique 
SQUARE 
RECIPROCAT- 
ING SHAFT 


With this revo- 


lutionary im- 
provement, . 
Pressure is 
distributed evenly over 
two eurfaces of the 
Square Reciprocating 
Shaft as Saw ia fed 





Retail 
$29.95 


Complete with 
3 Different 
Blades and 

Allen Wrench 


giving you a clean, true cut. 
Has Other Exclusive Features to 
Help You Sell More Saws 


intricate designs in wood, plas- 
tics, metals. composition 
boards. etc. Grip-Switch han- 
die provides COOLER han- 
dling, better control. Special built-in motor insures 
fast feeding speeds—no jumping or chattering. 
Oilite bearings are locked in place. Has 3-conduc- 
tor cable and adapter for safety Makes own 
starting hole for inside cuts. Air stream blows 
sawdust off guide line. Light weight. well bal- 
anced. Saw is mounted on an angle. pitching 
blade slightly forward and resulting in faster. 
easier, truer cute 


Another New Item from DALTON 
with BIG Profit Potential for You! 


New DALTON MECHANICAL 
SAWHORSE 

















and Farm Uses. 





Sturdy, All-Steel 
Construction with 
Wide Saddles 
for Holding 
Crossbar Secure- 

ly. Crossbar can 

be Any 2” Lum- 
ber—in Any Length! 


Retail 


24" High 
Legs. Pr. 


$4.90 
Legs. 99-80 


Slighty higher 
on West Coast 


These Features Make Selling Quick & Easy: 
Fully Mechanical—requires no nails, bolts or 
screws. Safe—can't slip, wiggle or fall apart. 
Sturdy, Quality Built—made of heavy gauge steel. 
fabricated for strength, gray enamel finish. Con- 
venient, Portable—has self-locking braces—assem- 
ble sawhorse on the job, fold in a flash for storage 
Use for ping pong, train and banquet 
platforms, carpenter's horse, barricades, 
Will safely withstand a load of 1500 Ibs. 


SPEE-DEE 
Sawhorse Brackets 


with the Exclusive 
Flanged Nail Holes 
for Quick, Easy 
Disassembling. 


tables, 
ete. 


SZ 4 Lumber 


Produces ai sturdy 

sawhorse that won't 

“ fall apart when 

lifted by rail! Employes nails to se- 
cure assembly. Made of heavy gauge 
steel. rust resisting finish. Use 
for ping pong, train, display tables. 
carpenter's horse, etc. Dismantle for 
carrying or storage. In display vke. 


Pr. $1.79 
Slightly 
Wo Coast 


Your Jobber Stocks, or Can Get for You! 


DALTON MFG. CO. *%5.Ss0's" ar 
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DISPLAY AND PROMOTION 


. . . Lifts Fireplace Gear into Major Classification 


T is a serious mistake to merely 

place fireplace accessories on 
display and expect them to “sell 
themselves”, according to John 
Urrutia, head of Commercial 
Hardware Company, Reno, Ne- 
vada. 

Commercial Hardware Com- 
pany sells slightly more than 
10% of its entire housewares 
volume each year in fireplace 
accessories and has scored so 
outstanding a turnover that the 
store regularly sells homeowners 
in Las Vegas, Lake Tahoe, Bat- 
tle Mountain and other Nevada 
cities 100 or more miles away. 

The secret is an intensive, ag- 
gressive personalized sales pro- 
gram which takes into consider- 
ation the fact that fireplace ac- 
cessories are definitely “luxury 
merchandise” and as such, re- 
quire concentrated, effective 
sales methods. 

Step number one in the Reno 
hardware store’s sales program 
is “offer the public something 
different.” This requirement is 
met at Commercial Hardware 
Company in the form of custom- 


manufactured screens which 
give the home owner, with an 
odd-size fireplace to contend 
with, an opportunity to add a 
touch of beauty to the living 
room without sacrificing inches 
one way or another. Through 
arrangement with two suppliers, 
Mr. Urrutia has made possible 
one to two weeks delivery on 
custom-built, properly-sized 
screens in a variety of metals 
and finishes. This service, sim- 
ple as it may seem, has brought 
in many of the long-range orders 
mentioned above. 

Next, with a dummy fireplace 
at one side of the store, Mr. 
Urrutia keeps an impressive dis- 
play always on view, meticu- 
lously complete down to a glow- 
ing gas log in the fireplace, care- 
fully matched screen, andirons, 
fireplace set, etc., all in place. 
This display is changed as each 
new model of a fireplace acces- 
sory arrives, to the point that 
there is always something new 
and interesting to impress the 
visiting prospect. 

The inventory is completely 


backed up with log grates, fire 
sets, irons, scoops, pokers, etc., 
in both decorative and plain 
lines. The average sale is around 
$18 where screens are concerned, 
although some of the custom- 
fabricated models have sold up 
to $21 or more. 

Mr. Urrutia makes both a 
mental and a written note of 
the interest which various pros- 
pects show in fireplace acces- 
sories and even if they do not 
buy at the time, he thereafter 
calls attention to new develop- 
ments in the line around Christ- 
mas time, or if the housewife’s 
birthday is known, suggests to 
the husband or other relatives in 
the case that a complete set of 
fireplace accessories will make 
an unusual and highly accept- 
able gift. These sort of sugges- 
tions get results. 

Concentrated promotion gets 
under way early in September, 
when the first newspaper ads are 
planned and the display built 
at the front of the store. There- 
after, Mr. Urrutia cautions his 
salespeople to always keep fire- 
place accessories in mind and to 
suggest them at every turn. The 
result is that this normally mi- 
nor item has become definitely 
a “major” at the Nevada store. 








more 


ACCO 


products 


for Farms, Homes, Industry 
and Transportation 


Feature and 





for Steady Profits all year ’round— 


Buy AMERICAN 
Display AMERICAN 


in this sales-making Stand 


Sell AMERICAN 


order from your AMERICAN CHAIN wholesaler 


ce 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport 2, Connecticut 
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York, Pennsylvania * 


PROFIT 





Promote these 


Cinyrcn it 


BUILDERS: 
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SIMONSEN TOOL BOXES 


FIRST... 


for sizes, 
models, 
materials . 
priced for 


full profits 
190DL 


Seamless, deep drawn steel, Lift-Out Tray, 
hip roof, electrically welded, continuous piano 
hinges, durable baked enamel finish, contour 
handle, bright zne plated hardware with 
hasp arrangement for padlock: 19” x 17%" x 
oy 

“Write for catalog of full Simonsen line 


SIMONSEN INDUSTRIES, INC. 


1414 South Michigan Avenue ° Chicago 5, Illinois 





MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY - 
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AYou wouldn't 
light your home 


with whale oil-- 


Why put up with 
old-fashioned brooms? 


The FREEWAY Push Broom 
is the modern way to clean 
streets, roads, barns or indus- 
trial areas. It is impervious to 
commonly-used petroleum and 
caustic products—picks up dust 
particles by magnetic action. 
Ask your jobber about FREE- 
WAY Brooms the next time 
you order, and remember, too, 
that APB can supply al/ of your 
broom and brush needs. 


AMERICAN 
PUSH BROOM CO. 








WATERFEED 


Water soluble cartridge type fertilizer. 2 for- 
mulae, 30-10-10 and 15-40-10. No lawn 
burn. Leaf feeding. Box of 20 cartridges 
$1.00 or in bulk pack. 


ae, 
Ww WATERSPIKE 


Amazing model 553—2 
way watering device. 
Waters overhead or 

flip valve for sub- 
surface irrigation di- 

rectly to roots. 
$4.90 ea. 





WATERFEEDER 


Model 954. Applicator for cartridge 
type fertilizers. Attaches easily to fau- 
cet or hose. Use any watering device. 
Fertilize while you water. $1.99. 


SQUARESPRAY 


Famous model 433. 
It gets the corners. 
Hookup in tandem or 
use to fertilize while 
you water. $2.95. 


PROEN 
PRODUCTS CO. 


9th & GRAYSON « BERKELEY 10+ CALIFORNIA 
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IN MEMORIAM 


OTTO ERLACH 





Otto Erlach, 66, veteran Western 
manufacturer’s representative who op- 
erated the Erlach Lee Company in 
partnership with Mrs. Erlach from 
their San Francisco headquarters, 
died at his home in San Carlos, Calif., 
December 5. 

Mr. and Mrs. Erlach started the 
business in 1926, after moving from 
Denver, where Mr. Erlach had been 
district manager for French Battery 
Company. The firm has represented 
some lines almost from the day of its 
inception. In 1928 they took on Hanks- 
craft and in 1930 Holgate Toys, and 
they still represent both of these 
lines, as well as many other major 
lines. 

He is survived by his widow, Mrs. 
O. H. Erlach. 


RUFUS C. PARKS 


MAGNA, Utah—Rufus C. Parks, 
72, who had operated the Magna 
Lumber & Hardware Company since 
1917, died October 17 in Salt Lake 
City. Mr. Parks, who had been in the 
lumber and hardware business all of 
his adult life, was an active member 
of the Intermountain Association of 
Hardware & Implement Dealers, and 
served the organization as president 
during the 1947-48 term. 


ANSELMO ZACHRISSON 


PORTLAND—Anselmo L. Zachris- 
son, 74, a lifelong resident of Port- 
land, and city salesman for May Hard- 
ware Company, died November 25. 
Mr. Zachrisson was an old-timer in 
the hardware field, having served 
with the Honeyman Hardware Com- 
pany for 42 years. He was a member 
of the Alderwood Country Club and 
the Portland Gun Club. 


WARREN L. MILLS 


PORTLAND — Warren L. Mills, 
who for some 20 years was associated 
with Lynn and Brooks, manufac- 
turers representatives firm, died at 
his home here November 18. Mr. 
Mills, who first worked in the North- 
ern California area, had lived in Port- 
land since 1937, covering the Pacific 
Northwest. 

He is survived by a son, Robert L. 
Mills, Portland. 


LEO KING FOX 


Leo King Fox, 54, a trade associa- 
tion executive since 1947 with the 
National Electrical Manufacturers 
Association, died at his home in New 
York City, November 27, Mr. Fox 
acted as staff secretary for the several 
Electric Appliance Sections of the 
association. 


SAMUEL RADBILL 


Samuel Radbill, 62, president of 
Renuzit Home Products Co., and Rad- 
bill Oil Company, died November 28 
in Palm Beach, Florida. He was a 
pioneer in the packaging motor oil 
industry and the cleaning fluid in- 
dustry. 


LIGHT the TORCH 





You'll sell a lot more Green Jute 
Garden Twine if it’s displayed in 
the handy KING COTTON SNAP 
SACK*. Perfect for display, easy to 
get at, easy to stock, easy fo sell. 
In ¥% lb. balls. Ask your jobber for 
KING COTTON in the SNAP SACK. 


HOM CORDAGE 
® 


| JOHN H. GRAHAM & €O., INC. 


105 DUANE STREET, NEW YORK 8, N. Y. 
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‘ wedlieter tame INDEX TO ADVERTISERS 


% (This index is published as a convenience and not as a part of the advertising contract. Ev 
[Modern Il Line care is taken to index correctly and no allowance will be made for errors or failure to insert} 
Ns than to sell: } Note: Figures in parenthesis () refer K 
. against it! — to Inquiry Card Number which can be Knape & Vogt Mfg Co. 
circled on inquiry card on page 66 
when desiring further information 
about advertisement. 














L 


Landers, Frary & Clark 
(Universal Products) 


Charles O. Larson Co, 
O. P. Link Handle Co. 
Adhesive Metals Co. 
W. D. Allen Manufacturing Co. ....13, 


American Biltrite Rubber Co. a a, ee 


American Chain & Cable Co., Americ: 
Chain Div. : ae Master Lock Co. 


Melnor Industries Inc. 
Robert E. Miller & Co., 
Mission Cordage Co. 

Modern Tool & Die Co. 


Montague-Ocean City Rod & 
Reel Co. (14) 


“SALES BOOSTER" The Bassick Co Morck Brush Div., 
caer < | Glass Co. 
STICKER Bommer Spring Hinge Co. Mouli Manufacturing Co. 
turns lookers into buyers The Borden Co., Resinite Dept. 
The Brearley Co. 


American Push Broom Co. 
O. Ames Co. 
Atlantic Tubing & Rubber Co. 





} 


Attractive sticker on every item in the 
Modern Line is an effective ‘‘silent 
salesman”. It points out the important 
features of each product... helps you 
get fast turnover. 


National Lock Co. 


Nicholson File Co. 
Carlisle Manufacturing Co. 


Champion DeArment Tool Co. 
Cleveland Mills Co. : 
In every detail, the Modern Line for The Coleman Co Ine. 3% Ox Fiee Brah Co, ine. 
1957 is geared for sales. Expertly de- 
signed ... bright, appealing colors... P 
made of top quality materials... 
manufactured to the highest standards 
»eavend priced for action! Daley Display Fixtures. 


D Plastic Woven Products Inc. 


Proen Products Co. 


Dalton Manufacturing Co. 


The MODERN Line Henry Disston Div., 
is COMPLETE H. K. Porter Co. Inc. 
= 


Radio Steel & Mfg. Co. 
Red Devil Tools (72) 
Redi-Bolt Inc. 


Empire Brushes Inc. 


Evans Rule Company 


WHEELBARROWS Sandvik Steel Inc., Saw & Tool Div. 
Seymour Smith & Son Inc. 
Five popular models, from 


3 ft. to 5 ft. cubic capacity. Federal Enameling & Stamping Co. .... 33 Simonsen Industries, Inc. 

Fuller Tool Co. | South Bend Toy Mfg Co. 
Starline Incorporated 
Strataflo Products Inc. 


Convertible Supplex Company 
Spreader -Cart General Metalware Co. . 

and conventional e . g > 
Utility Cart. General Steel Warehouse Co., 

The Gilbert & Bennett Mfg. Co. 

The Grabler Manufacturing Co. ..(20).. 26 | S. G. Taylor Chain Co. 


John H. Graham & Co., Ine. 
Vv 


SPREADERS eh. H | Vaughan & Bushnell Mfg. Co. (1) 

Two lines — the ws Front Cover 
de luxe PRINCE ~ : Hardware Catalog Div., 

models and the Quad-line Typesetting 


fast sellin i : 
COMMANDER Hayes Spray Gun Company 2 





models. Hemp and Company ack Cover ey 
: , | Western Merchandise Exhibitors Asso- 
Hillerich & Bradsby Co. ciation 


ad Holt Manufacturing Co. : | Western Merchandise Mart 
rr ©) = r rn Hyde Manufacturing Co. . 23 Wilshire Manufacturing Co. 
tool @ die co. 


5389 W. 130th St. Cleveland 11, Ohio I 
Ideal Brass Works Inc. 7 Xcelite Incorporated 
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THE 


ow ve =—)\5) QUALITY LINE 


XCELITE— 


—WOULD 
BRING OUT 


THIS REAMER 


WITH THE NEW TWIST! 


Larson Bright Wire Goods 
are packaged in extra heavy 
tan kraft boxes. Yellow la- 
bels with half tone il- 
lustrations are used giving 


1 2” 
capacity 


Chrome-hard cutting edges! Big '/,'' ream- 
ing capacity in wood, sheet metal, plas- 
tic! Plus T-handle leverage for the 
tough jobs by inserting 3/16" pin in 
shank hole! That's the No. 39 Reamer 

with the new twist—typical of the 
imagination and toolmanship that wo. 39 
make XCELITE nut drivers, screw- reamer 
drivers, pliers and reamers the fixed in 
customer's choice. Write for handle 
literature and prices today! 


No. 99-39 
detachable 
reamer 


XCELITE 


Incorporated 


Orchard Park, N. Y. XCELITE! 
Kole) Gre 
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v 
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7-PC. POLISHED BRASS ENSEMBLE 


No. 17-17 Black Mesh f 
No. 17-18 Brass Finish Mesh 


reg. $80.00 list, 


WRIT é for colorful 12-page V.1.P. Catalog 
crammed full with RED-HOT VA/UES! 


MEG. CO. 


4865 San Fernando Road West e Los Angeles 39, Calif. 
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anornte QMASH VALUE 


From WILSHIRE’S GIGANTIC 


ae. 


complete information. 


—<j\—e= 


See Your Jobber or Write to 


CHAS. O. LARSON 
STERLING + ILLINOIS 


every consumer. 


i oF 





All Larson products are 
100% sorted and inspected. 
Larson’s Bright Wire 
goods fit the need of 
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UP Sales and Profits 


in. Tinware with 
nationally advertised 


MOULI LINE 


New... the rapid 


MOULI MASHER 


with 3 grills 
Another new 
MOULI work- 
saver joins the 
world-famous 
MOULI line 
of fast-selling 
kitchen uten- 
sils. This new 
masher does 
a fast, simple 
mashing job 
on vegetables, fruits, etc... . 
strainer for broiled foods, macaroni, spaghetti, too. 


Smashing all sales records! 
Thousands sold every day! 


MOULI 
GRATER 


only $400 
“uOowUL I 


MANUFACTURING CORPORATION 
91 BROADWAY JERSEY CITY 6 N. J 
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FOR LEASE 


Building suitable for Hardware Store, 
vacant. 6,000 sq. ft. space plus 1,200 
sq. ft. parking area. Choice location 
in center of Pittsburg, Calif. business 
district. Owner will remodel to suit. 
Salvatore Enea, Pittsburg, Calif. 
Phone Hempstead 2-2769. 





INTERIOR DECORATION 
HOME STUDY 


Announcing new home study course 
in Interior Decoration. For profes- 
sional or personal use. Fine field for 
men and women. Practical basic train- 
ing. Approved supervised method. 
Low tuition. Easy payments. Free 
booklet. Chicago School of Interior 
Decoration, 885 Diversey Parkway, 
Dept. 5511, Chicago 14. 





POSITION WANTED 


Contract Builders. Hardware Man. 
Estimator and Salesman would like 
position Western States. Address Box 
A-873, care HARDWARE WORLD, 
1355 Market St., San Francisco 3, 
Calif. 


SALESMAN WANTED 


Attractive Side line of Light Hard- 
ware, Commission Basis, Territory 
Northern California, open to aggres- 
sive Salesman now calling on Retail 
Outlets. Address Box A-889, care 
HARDWARE WORLD, 1355 Market 
Street, San Francisco 3, Calif. 





Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimam 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 





ITIES 


Remodels Salt Lake Store 


SALT LAKE CITY—The Pehrson 
Hardware and Appliance Store, 2102 
Eleventh East Street, is being beau- 
tified with a $20,000 remodeling 
project. 

Paul Pehrson, owner, is proud of 
the modernization, and says he plans 
to make more changes. 

All windows of the store have been 
enlarged, from floor to the ceiling. 
The exterior is terrazzo-type Buehner 
stone. The interior remodeling in- 
cludes new ceiling as well as lighting. 








Join MARCH OF DIMES 











HARDWARE, APPLIANCES So. E. 
Va. Perfect corner loc! 6-yr old bldg. 
Est. 47 yrs. XInt profits. A-1 expan- 
sion oppty. Retiring. Dept. #8341. 


HARDWARE STORE: No. E. Okla. 
Big profits. Ideal loc. Est. 11 yrs. 
Assets alone are worth more than the 
sales price!!! Illness forces low price. 
Investigate. Dept. #8260. 


HARDWARE—W. Cen. Va. XInt. loc. 
$50 rent! School accts. Top invest. 
Oppty. Dept. #8361. 


HARDWARE, Cent. Georgia Top loc. 
XInt trade. A-1 profit oppty! Investi- 
gate. Dept. #8283. 


HARDWARE STORE, NO. EAST 
NO. CALIF. Well-establ., xInt. loc. & 
good profits. Potential unlimited. 
XInt. buy! Dept. #23872. 


HARDWARE, APPLIANCES W. 
Cent. Calif. Compl self-svce. Repair, 
svee, & install. Also, toy dept. XInt 
bldg. fixt. Est. since 1862! A-1 main 
shopping st. loc! Gross profits over 
$123,000! Illness. lifetime invest. op- 
pty! Dept. #23932. 


HARDWARE, So. E. Conn. XInt loc. 
Growing area. A-1 profit oppty! Mod- 
ern. Prkg space. Dept. #42339. 


HARDWARE STORE, E. CENTRAL 
IND. XInt. loc. & good income. Well 
estab. & equipped. Ill health. Dept. 
#62107. 


HARDWARE — So. Cen. Iowa. & 
sport gds. Top comm. Loc. $23,484 
gross. Modern! oppty! Retiring. Dept. 
#621238. 


CHAS. FORD & ASSOC., INC. 
Los Angeles, Calif. 
6425 Hollywood Blvd. 











REGULAR— 


7 sizes for every need 


One set of 4 in a 

3-color box. 12 boxes 

in a 3-color display carton. 

SIZES: 1',"", 1%", %", %4", Ke", Va", %" 
Ask your Jobber or write— 





FURNITURE LEVELER- 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


SIZES—i"' base, 4 on 
card; I'/,"", 2 on card; 
1Y/2"", 2 on card. Drive 
into universal socket 
or 5/16" hole. 


one set of 4 + ale 


3-color 
card 


IINJE 
IIN 


DOMES ~ SILENCE 


YNSULATED 
FURNITURE GLIDES 


RUBBER-CUSHIONED! 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 
SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE. 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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Your Biggest Profit Line 
with 40% or more discount and 
because they sell faster! 


No. 10 A little gem just 
5” long — 1" wide. Per- 
fect for close work 


No. 40 7” handle 
Famous 12” carbon 
steel double blade 


Red Devil makes the best scrapers 
in the world —and advertises them . 
to 10 million potential customers 
regularly in Better Homes and Gar- 
dens--Popular Science—Popular Me- 
chanics Farm publications and many 
other magazines. 

This creates a big demand for Red 
Devil Scrapers. A.demand that will 
mean a bigger turnover—more profits 
with 40% or more discount—when 
you sell Red Devil—the world’s num- 
ber one scraper. 


tow : 


really big 
sellers 


No. 50 Finest spade type 
wood scraper. 9” overall 
length. 242" double blade 


No. 9 Sandpaper Holder. Trigger control gives 
instant release of sandpaper. This holder makes 
i 3 good sanding jobs quick and easy. (No. 9A has 
» Extra easy storing. All Red sponge rubber base for added resiliency and give 

Devil wood scrapers have hole 
drilled in handle for hanging. 


2 





6 





and these specialties 


m= 


CS1—Carbide blade 

lasts 100 times longer / No. 8—Pistol grip is 
reversible—gives added 
power and comfort 


= 


Red Devil Super-Sharp high carbon steel ? rh 
blades are reversible and replaceable without 7 } 
p : y c )) 


tools or trouble. Blades are available plain - 
or serrated—and give you added sales and RS 23—The NEW RED HED—with RED- Me td<Bieed Red 


BLADE which flashes DANGER when open 


profits when you stock them. Locks, automatically, open and closed Devil Jak-Nife scraper 


No. 14 — Super long 


Union, N. J., U.S.A. 


World’s Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872. 


... again they'll be the center 
of attraction in your 


outdoor products section... 


LITTLE BROWN » 
JUGS & CHESTS. 


NEW ULTRA-SMART STYLING... 
NEW UTILITY FEATURES 


Little Brown Jugs for 57 have all the pace- 
setting features that mean more sales! Beautiful, 
modern two-tone baked enamel finish, rugged 
2-piece deep-drawn construction, and genuine, white 
vitreous porcelain interiors are only a few of 

the exciting features in the line that is America’s 
favorite ... and finest outdoor jugs. 


Little Brown Chests let you sell 

the “‘Holds Cold Longer’’ features of —super 
insulation, exclusive 2-piece deep-drawn 
construction, hot-dipped galvanized interiors, 

and the new ‘“‘Can’t Lose’’ caps on outside drains. 


ORDER FROM YOUR JOBBER 


ASK YOUR JOBBER ABOUT SPECIAL DISPLAY RACKS 
FOR IN-STORE OR WINDOW USE. 


HEMP AND COMPANY, INCORPORATED cs 


Producers of Quality Metal Products For 94 Years equipped with 
removable trays, 


5605 Murray Street Macomb, Illinois Opener and ice pick. 
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